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por quick plier profits... 


SELL THE LINE 
with the PROFIT LEADER 


CHAN jc, LOCK 


No. 420 


For a longer profit per sale... SELL QUALITY 
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SELL THE COMPLETE CHANNELLOCK LINE 


You get more than a quality line when you 
handle Channellock pliers. Here’s a line with a fast- 
moving, nationally advertised profit-leader . . . the 
popular Channellock 420. No other plier does so 
many jobs so well... no.other plier sells so fast. So 
stock the Channellock line and put the profit-leader 
420 plier out front for your customers to see... 








try ...and buy. It’s easier to sell just one plier line. 
It’s profit-wise to sell the Channellock line. 


CHANNELLOCK 


CHAMPION DEARMENT TOOL COMPANY 
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105 Duane Street - New York 8, New York 











GT ICICY.... ences 


DISPLAYLINE...a versatile new self-selling metal shelving that creates an exciting new dimension 






in self-selection merchandising. So simple... Displayline units fit together in minutes... lok-tite for years 


of service. Build it yourself. In 9 sizes...assembly combinations are varied 






and flexible. Displayline’s perforated metal, wood and glass shelves, 





“fit your merchandise” while Displayline’s 8 store-planned colors 


C ai 










catch your customer’s eye. To see the way to a new 





* w ‘pattern for profit” 


« write for illustrated brochure to: 











WEBER SHOWCASE & FIXTURE CO. INC. 5700 Avalon Blvd., Los Angeles 11, Calif. 
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As a reward for helping make a market survey, you 
may win a millionaire’s vacation trip for two to 
Mexico, or any one of the other magnificent prizes! 
Never before such a spectacular offer in the industry! 

Simply by following the clear instructions and mail- 
ing the official entry blank enclosed with most rolls of 
R-V-Lite materials you may be a big winner! . . . Fill 
out as many official blanks as you wish—no limit to 
the number of entries you make! 

The “Survey your way to Mexico” Contest will ex- 
tend from July 1, 1957, to December 15, 1957—the 
period covering the entire selling season. Order your 


Since 1905 


ARVEY 
seroma (A) 


CORPORATION 


R-V-Lite stock early and increase your opportunities 
to win one of the valuable prizes! 


Mr. Jobber-Salesman: You, too! 


R-V-Lite will award you the duplicate of any prize 
won by any of your dealers! You and your dealer are 
partners in this contest...make sure that every dealer 
in your sales area takes part. 

This year’s R-V-Lite line is bigger and better than 
ever. New products, new self-merchandising packages, 
expanded specialty lines. Everything points to 1957 as 
the biggest selling season of all! 


3500 N. Kimball Ave. 
Chicago 18, Illinois 
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ACCO Dog Chain Assortments 


are year-’round profit makers! 


American Chain makes a vari- 
ety of dog chain assortments, 
both in weldless and welded 
styles, suitable for every cus- 
tomer’s preference. Our popu- 
lar sellers include: 
Assortment No. 2-Contains six 4-ft. Spiralock and 
six 4-ft. Tenso dog leads. Bright or nickel-plated finish. 
Assortment No. 3 - Contains six 4-ft. and six 4%4-ft. 
Tenso chains. Bright or nickel-plated finish. 
Assortment No. 4 Contains six 4%-ft. and six 6-ft. 
Tenso chains. Bright or nickel-plated finish. 
Spiralock Assortment - Twelve strong, spiral-twisted 
pattern chains with brightly colored Accolette handles. 
Available in 4% and 6-ft. lengths. Nickel-plated finish. 
Endwelded Assortment - Twelve welded chains with 
colored Accolette handles. Available in 4% and 6-ft. 


lengths. Bright zinc finish. - 
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All above assortments are packed, complete with display 
hanger, one assortment in a carton. 

Here are a few other American Chain items for the 
dog owner; all come to you packed in bright acco 
cartons for attractive shelf display: Spiralock Dog Stake 
Chain (see illustration) ... Welded and Weldless Halter 
and Dog Chains... Dog Couplers . . . Kennel and Dog 
Runner Chains, etc. 

Order any of the above assortments and items through 
your American Chain Distributor. He can give you 
prompt service. 


American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 





Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, *New York, Philadelphia, Pittsburgh, | 


* Indicates Warehouse Stocks *Portland, Ore., *San Francisco 
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COMMEN T — 


Store Improvement Equals Profit 


Store improvement is not a whim. It isn’t done like a home- 
owner re-decorates a home. It is done for only one purpose .. . 
to make more profits as efficiently as possible. 


What is store improvement? It can be many things... new 
location, new fixtures, new systems, new departmental layout, 
new promotional and advertising ideas, new credit plans, just to 
mention the more popular ones. 


Right after the last war there was a wave of modernization. 
Most of the stores eventually brought their stores up-to-date only 
to find a few years later that new ideas such as self-service, im- 
proved fixtures and other things have made it necessary to do it 
all over again. 


It takes some money to bring a store up-to-date. However, 
practically every store owner who improves his premises finds an 
increase in sales from 15 percent to as much as 30 and 40 percent. 
They also find that they have increased the amount of goods per 
square foot which means more sales per salesperson. Such results 
mean that it would cost you money not to take advantage of to- 
day’s merchandising improvements. 


It is for this reason that we have devoted this entire issue to 
store improvement ideas. It is our sincere hope that it will help 
you some in trying to trim down the costs and build up your 
profits. 


Witla Chlen 
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COMPLETE OXCO 
FLOOR SWEEP DISPLAY 


brings increased 


Displays and 
stocks handles 


volume on profitable 


floor sweeps 














Displays 4 styles 
of sweeps 


oy 


Sells sweeps 
—by use 
and proper 
style 


ae’ 





Floor Sweep 


Display No. 1 


Here’s your opportunity to increase volume and enjoy greater dollar 
return on the 4 most popular Oxco floor sweeps for hardware store 
sales. This handsome Display, a complete selling and storage unit, 
brings floor sweeps out of the stockroom, makes them popular sellers 
and real money-makers. Saves your selling time yet brings more sales 
at a nice profit! 


18 SWEEPS AND HANDLES PLUS METAL RACK 


3 FAVORITE sweeps (14’’) All packed in one carton. 
4 FAVORITE sweeps (18”) Easy to set up—no compli- 
cated bolts or nuts—rack sim- 
3 CHOCTAW- a 
CHOCTAW-X sweeps (14”) ply unfolds and it’s ready for 
4 CHOCTAW-X sweeps (18’’) stocking. Top sign tells cus- 
2 JUSTRITE-X sweeps (18”) tomer style of sweep needed 
2 GARAGE palmyra (18”) 


for his floor surface. 
DISPLAY RACK and TOP SIGN 


\BRUSHES) 


OX FIBRE BRUSH COMPANY, INC. 
erepoericx <viebished /§84 MARYLAND 


est Jobber, . 


ivi r writ 
S!ving his na e us, 
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OUR READERS WRITE 


... to the Editor 





Dear Sir: 

I started in the hardware and lum- 
ber business in 1907 here at Knights 
Landing and still spend 9 hours per 
day in my store. 

I started the business with a partner 
under the name Sacramento River 
Supply Co., and when my partner 
quit a few years later, I carried on 
under my own name. 

I was 83 years old on March 18 last. 

C. U. Cooper 
Knights Landing, 
Yolo County 
California 


50-Year Club Members 





Hamm-Weller Started in ‘06 


LONGMONT, Colo.— The Hamm- 
Weller Hardware Company here has 
been added to HARDWARE WORLD’S 
growing list of hardware stores, which 
has served in this location for 50 years 
or more. 

The firm was purchased in Decem- 
ber, 1906 by P. E. Hamm and Robert 
Weller. Richard Hamm the present 
manager, was appointed to that post 
in 1935. He was employed in 1926. 


Valentine's Have Served 
Boulder Since 1905 


BOULDER, Colo.— The Valentine 
Hardware Company here, was organ- 
ized on March 1, 1905. The firm was 
founded by John W. Valentine who 
died September 3, 1956, a few months 
past his 50th anniversary in the store. 

J. B. Valentine, son of the founder, 
is operating the store at the present 
time. HARDWARE WORLD welcomes 
this firm to their 50-Year Club. 


73rd Year In Hardware 


MEDFORD, Oregon . . . Hubbard 
Brothers Hardware, retail sales firm, 
is this year celebrating 73 years of 
continuous one-family operation, 
thereby qualifying as a 50-year club 
member. 

Founded in 1883, in Jacksonville, by 
Fortunatis Hubbard, the company has 
come down through the family to the 
present owners: Roland, Chester and 
Robert Hubbard. The firm has been at 
its present location in Medford since 
1885. 
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I'll take this hammer, too! 


...and your store rings up another, bigger sale — the direct result of 


modern, display-conscious merchandising! 


People buy by impulse, when they see what they want, when they want 
it. Your Association Store Planning Engineer knows how Streater 


Fixtures can help you make more sales at a greater net profit. 


And you can pick your own price — from Streater 
THRIFT-KIT, THRIFT-BILT or FLEX-ORAMA —there’s a Streater 
method for any budget! 


MAIL COUPON TO YOUR HARDWARE ASSOCIATION TODAY } 


Without obligation, please give me more information. 


NAME 





ADDRESS 





CITY. ZONE____ST ATE... 





BY. 


a Lo ee 


STORE FIXTURES Spring Park, Minn. Chatham, N. Y. Salinas, Calif. 
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The best in ‘‘Probe-Type”’ Appliances 
by the pioneer in controlled 


] Exclusive ‘LONG PROBE” Cookamatic Control 
y 


Extra-long, all-aluminum probe covers greater cooking area of each 
utensil. Reacts quicker and far more accurately to changes in 
temperature than shorter, steel probes. This extra length assures perfect 
cooking heats with a minimum of temperature variance. 


Exclusive ‘BALANCED HEAT” Distribution 


Universal’s heating element and probe housing are scientifically sized and 
shaped for each individual utensil and the type of cooking for which it 
was designed. This results in even distribution of heat over entire 

utensil for perfect cooking results. 


Just Dial the Heat 
with this Interchangeable 
Cookamatic Control 


Larger, easy to see, easier to adjust dial 
than others. Plugs in under handle, out 
of cook’s way, out of harm’s way. 


$695 


iis Aviomatic Griddle : 
$1695 


- 


COOKAMATIC CONTROL ee bs, a 
DETACHES SO EACH Automatic Frying Pan 


APPLIANCE CAN BE 10% or 11 inch size. 
| WASHED COMPLETELY Including metal or glass “Peek-in” cover 
UNDER WATER! a from $1595 
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with 2 great exclusives 
heat cooking 
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EXTRA $6.95 CONTROL 


FREE 


when you buy this 4-piece 
Hostess Display Pack 


YOU MAKE AN 
EXTRA $6.95 PROFIT! 
Get this beautiful counter display \ 
box with 3 Cookamatic appliances and shade intl 


a Control plus an extra Control free! 





the extra control to help sell a whole set of 
Cookamatic Appliances, or sell it separately 
with one for an extra bonus profit of $6.95. 


\) | ' 
Full self-selling information in the cover. Use \ v ‘ Hosts, Gift . 
Set 














CALL YOUR DISTRIBUTOR TODAY! <a dra 


$" Guaranteed by * 
Ask him about the big national Good “ae 


SERVES THEM ALL! e sonnse 


program planned to boost your sales! 


USE-TESTED , 


6¥/ MeCalls 


‘Maemarte 5-Quart Saucepan 
_ Rianne viog cover and tives 


Peo 
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py “l-Weather Trash Burnet |: 





LONGER LASTING 
Aluminized Steel 


Made of special hot-dipped aluminum coated steel, the 
Fire Marshal has the outstanding ability to resist the 
combined effects of heat and corrosion. At around 900° 
F. the aluminum coating alloys with the steel base 
metal. The resulting grey metallic coating withstands 
heat damage up to 1250° F. Repeated heating and cool- 
ing cycles will not damage the Fire Marshal, thus the 
Fire Marshal trash burner has exceptionally long life. 


Rust, Corrosion! 


CLEANER! 


FIRE MARSHAL 
protects yards from o=< 
litter, ashes and 
debris, even in 
windy weather. 


SAFER! 


FIRE MARSHAL 
is approved by fire 
departments. It is 
completely enclosed 
to control flying 


sparks and open 
flames. 




















® BIGGER CAPACITY — holds over 2 bushels. © SCIENTIFIC DRAFT DESIGN burns trash to fine ash 


sail li . . 9 
® BURNS TRASH IN ALL KINDS OF WEATHER — atieninaien neem Sie: TnEm Sgn yiny 
even in rain or snow. * NESTABLE for economical shipping. 


FIRE MARSHAL is an exclusive product of: 


GENERAL METALWARE COMPANY 
MINNEAPOLIS 13, MINNESOTA 


® Registered trademark Armco Steel Corp. 
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You sell more 
ammunition 


when you sell 


Peters 





“High Velocity” 


Again this year, powerful national advertising will mean more 
sales of Peters “High Velocity” ammunition. Make sure you're 
ready—stock and display the entire Peters line today. 


Big game guides, shooters, and hunters everywhere know there’s 
no more powerful ammunition in the world, than Peters “High 


Velocity.” 
Aalkes 


PACKS THE \ POWER! 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc, 
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Here's why AM ES 
is Faby to Soll 


TOP DESIGN 


The American public is hungry for well-designed 
= for home use. Ames- Maid metal house- 

old furniture fills this need perfectly because it 
is designed and styled by the country’s top 
designers. The sleek, modern look to the Ames 
line has gained wide acceptance. 


LASTING COMFORT 


Comfort and convenience are designed into 
every Ames Maid unit. For example, in the 2C 
step stool the glideaway steps work easier and 
better than any competitive step. All Ames 
products have comfort and convenience features 
which have an immediate and direct appeal to 
customers. 


TRUE UTILITY 


The Ames line with its stress on up-to-date con- 
sumer preferences has unique exclusive features 
which have been pre-tested for their sales appeal. 
Easy maintenance, light weight, trouble-free 
construction, all adding up to real utility, have 
contributed to the remarkable growth of the 
Ames line. 


THESE EXCLUSIVE 
SELLING FEATURES 


Tension-Tight 
Construction 
Tension-tight construction assures 
long, safe, wobble-free use of 

Ames Maid stools and chairs. 





Snag-Proof Legs 
No protruding bolt heads to snag 
hose or scratch skin. Tapered legs 
are clean and smooth. 








Glide-A-Steps 
Light touch of the toe or heel 
glides the steps in or out easily 
and quickly. 














See this 
fast-selling line at the 
NATIONAL HOUSEWARES 
EXHIBIT 
Atlantic City * July 8—12 
BOOTHS 823-825 





® 
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©. AMES CO. 


Division of McDonough Company 
Parkersburg, West Virginia 
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SOME PAINT DEALERS CALL IT A STAMPEDE ...OTHERS SAY IT’S 
A “GOLD RUSH.” SALES VOLUME AND DEALER PROFITS ARE REACHING 
AN ALL-TIME HIGH! THOUSANDS OF CUSTOMERS ARE NOW 
DEMANDING THE BIG, EXTRA FEATURE IN NATIONAL PAINT...1T'S THE 
EXCLUSIVE COLOR-LOK PROCESS THAT PROTECTS THE 
PAINTED SURFACE WITH A SUPER-HARD, INVISIBLE SHIELD. 
COLOR IS LOCKED-IN, DIRT IS LOCKED-OUT. 





@ CONTAINS 


SATURATION ADVERTISING ON TELEVISION, RADIO AND BILLBOARDS, 
IN NEWSPAPERS AND MAGAZINES IS SELLING YOUR CUSTOMERS 
ON NATIONAL PAINTS CONTAINING COLOR-LOK. STOCK-UP NOW! 


SELECT FRANCHISED TERRITORIES 
STILL AVAILABLE. 


NATIONAL PAINT & VARNISH Co. WRITE FOR INFORMATION ON NATIONAL’S 


“FLEXIBLE INVENTORY PLAN” 
2835 E. WASHINGTON BLVD., LOS ANGELES 23, CALIF. TO FIT YOUR NEEDS. 

















outsells any other pliers 2 to 1 


® 
<CA> UTICA DROP FORGE & TOOL DIVISION, KELSEY-HAYESCO., UTICA 4,NEW YORK 


> 1895 
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he rook the oxporte use | 


Most wanted name in pliers and other high-quality hand tools since 1895. 
Pliers for every purpose. Over 160 different types from stock. “Specials” 
Utica pliers are drop-forged for rugged strength. Electronic 


FAMOUS BRAND NAME 
WORLD'S MOST COMPLETE LINE 


designed for special needs. FINEST QUALITY 
induction hardened on wear surfaces for greater durability. UNCONDITIONAL GUARANTEE Every pair 


of Utica pliers that you sell is backed by Utica’s famous Unconditional Guarantee. 
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Kemington Dealer Letter 





BRIDGEPORT 


REG U 5 eat OFF 


CONN. 


NEW REMINGTON GUN DISPLAY 





STAND AVAILABLE TO DEALERS 


Attracts customers, increases sales, shows, describes 
and prices guns—for window or store display 


ERE’S a “natural” for more sales. 

Now you can display Reming- 
ton guns on this easel-type stand 
— at exceptionally low cost to you! 
Remington offers these expensive 
4-gun display racks for only $4.50 
—a price below the quantity pur- 
chase price. 

Use one or more of these hand- 
some displays to feature guns in 
window or store. Guns will sell fast- 
er when you get them out from be- 
hind the counter. Beautifully fin- 
ished korina wood sets off guns to 
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Remington ‘‘Matched Set"’ autoloaders 


Handsome Blond Korina Wood 
Stand Displays Remington Guns 
to Best Advantage 





their best advantage . . . attracts 
customers and brings them to the 
point of sale! 

Send your order now to Sales 
Promotion, Remington Arms Com- 
pany, Inc., Bridgeport 2, Conn. 
Price per gun stand is $4.50 F.O.B., 
Bridgeport, Conn. 


We are an industry Sponsor 


™ Advanced Course in 
Hardware Retailing iY 





AUTOLOADING SHOTGUN 
“Sportsman-58” 


Attractive identification cards for each 
Remington gun slip into brass card 
holders, mounted on the stand, to iden- 
tify the guns you wish to display. A 
complete set of identification cards is 
supplied with each stand. 
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N E W! Profit with another 
Campbell Chain E Xclusive f : 


PRE-CUT, PACKAGED CHAIN 


*%& 3/16’, 1/4’, 5/16", 3/8” Proof Coil Chain... in lengths of 10’, 
15’, 20’, 50’ or 100’. . . in attractive self-service packages. 


* Instantly identified by the rich blue color . . . tempered right 


into the chain itself. 


Now, for the first time chain moves from the back room to the front 
counter. No more cutting, measuring, wrapping ... over 25% of your 
sales are in these pre-cut lengths. Stays clean and easy to handle. 


Stock a representative selection and watch impulse buying make 
chain buyers out of “shoppers.” Contact your Campbell distributor 
or write direct for details. Start selling Campbell “Blue Temper” 


Chain today—the modern way. Available only from Campbell. 


York, Pa.—W. Burlington, lowa— Portland, Ore.—Sacramento, Calif.—E. Cambridge, Mass. 





w! LEWIS 3-WAY KNIFE 


BLADE ADJUSTS TO FIT THE JOB 
Here is a Knife that is actually 3 in one! ] HEAVY DUTY UTILITY KNIFE 


Just position blade with simple screw 
action in handle and you are ready to 
perform 1001 cutting jobs—including 
special operations such as cutting 
linoleum and scraping paint. Reversible 
Swedish Steel blade cuts easily through 
leather, cardboard, cloth, wood, rub- 


ber, etc. deal for office, plant, shipping ? PAINT SCRAPER 
department and home use. 3 LINOLEUM AND 


Rustproof, unbreakable zinc handle is , ‘ . ROOFING 
molded to fit the hand, eliminating Z r oe 4 ail CUTTER 
hand fatigue. Attractive hammertone | — 

gray finish. Storage space for extra 

blades in handle. Universal blades for 

all makes of utility fibre-board knives. 

Package of blades individually carded 

or 12 pkg. to the card. 


Note: Mr. Dealer: These unique knives 
(@ $1.00 chrome—5 blades and 89c 
grey—4 blades) are priced to outsell 


other knives on the market. Write '° 


full profit details today. 


WRITE FOR FREE SAMPLE 
AND DISCOUNTS! 


MANUFACTURING CO. 
DEPT. HW-7, 169 MURRAY ST. 


NEWARK 5,N. J. 
For Details Circle 16 on INQUIRY CARD 
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BEST SELLERS IN A 
HOT SEASON 


THREE NICHOLSON FILES SEEM TO HAVE BEEN MADE TO 
ORDER FOR BOOSTING SUMMER SALES. HERE THEY ARE: 


New Rotary Mower file—the first ever designed specifically for this increasingly 
popular machine. Hangs conveniently in its own protective plastic envelope. Already 
smashing sales records for a new file! 


Mill file—popular all-around file finds summer jobs in upkeep and repair of hoes, 
spades, trimmers and other tools used in the garden and home workshop. Most 
popular Mill is 8’ or 10” length in Bastard cut. 


4-in-Hand—it's half round and flat, file and rasp—four files in one! Ideal for 
fitting screens and doors, for smoothing wood or shaping metal. Every householder 
is a prospect for this versatile tool. 


PROMOTE THESE TIMELY FILES FOR ADDED PROFITS NOW! 
CHECK YOUR STOCK AND CALL YOUR WHOLESALER TODAY! 


soto, NICHOLSON FILE COMPANY, PROVIDENCE, R. I. a 
u.s. . - 


A (in Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 
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—— By N. R. REGEIMBAL 
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Chilton News Bureau, Washington, D. C. 


New U.S. Housing Program Won't Aid Slumping 
Western Home Building for Several Months 


Sagging Western home building activity won’t be pulled back to 
the previous high levels for many months, housing experts predict. 


A new, expanded government 
home insurance program will 
help Western building, but it 
won’t come in time to do much 
good until the new building sea- 
son starts next winter, these ex- 
perts say. As a result, it will be 
many more months before sales 
of builders hardware and ap- 
pliances feel the impact of the 
new legislation. 

The new program, expected to 
take effect this year, will pro- 
vide for lower down payments 
on government-insured home 
mortgages. It will also include 
measures designed to put more 
money into the pipelines that 
supply the home mortgage mar- 
ket, especially in areas, such as 
the West, where mortgage funds 
have been particularly short. 

New figures from the U.S. 
Labor Department, meanwhile, 
reveal that the West has led in 
new house construction in recent 
years, and help explain why the 
Western states have been the 
hardest hit by the housing 
slump. 

California led all other states 
in the number of homes started 
in the three years 1954 through 
1956. Some 178,000 units were 
built in 1956; 215,000 in 1955, 
and 199,000 in 1954. Arizona, 
another fast-growing Western 
state, also recorded a high rate 
of housing starts compared with 
its population: Some 13,300 in 
1956; 14,400 in 1955, and 12,300 
in 1954. 
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Figures for some of the other 
Western states include: Colo- 
rado, 15,400 in 1956, 21,200 in 
1955, and 19,400 in 1954; Ore- 
gon, 8,000 in 1956, 10,000 in 
1955, and 10,000 in 1954; Utah, 
6,700 in 1956, 8,200 in 1955, and 
7,300 in 1954, and Washington, 
23,400 in 1956, 24,800 in 1955, 
and 23,400 in 1954. 

Nationally, housing starts 
rose slightly in April of this 
year, to 92,000 units. This was 
11 percent higher than March, 
but was the smallest total for 
any April since 1949, and was 
17 percent less than the same 
month in 1957. 

* * * 

FREIGHT RATE increase 
fight is winding up. . . The In- 
terstate Commerce Commission 
hearings ended in June on the 
railroad bid for increases of 
from 15 to 17 percent on top of 
emergency increases granted 
early this year. The railroads 
want a total of 22 percent more 
than they were receiving last 
year. On another front, retailers 
are fighting legislation now be- 
fore Congress which would pro- 
hibit the ICC from considering 
the effect of rail rates on other 
forms of transportation. This 
would foreclose any improve- 
ment in less-than-carload rail 
service, the retail spokesmen 
say. * * * 

POST EXCHANGE COMPE- 
TITION with private merchants 
will heighten in California this 
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summer... The Air Force has 
received permission to “test” an 
interest free credit program for 
servicemen at the PX at March 
Field, as well as an Ohio installa- 
tion. Retailers are protesting 
that credit at exchanges, es- 
pecially when no interest or 
carrying charges are included, 
will further damage local mer- 
chants. Businessmen are also 
protesting to Congress that com- 
mercial activities at the new Air 
Academy at Colorado Springs, 
Colo., will unfairly compete with 
merchants if they are allowed to 
be expanded. 
*x* * * 

MINING INDUSTRY spokes- 
men say a proposed new pro- 
gram to aid Western operators 
doesn’t go far enough... Unless 
broader government help 
is granted mine operators, par- 
ticularly lead, zinc, and tung- 
sten, hundreds of miners will be 
out of work and business will 
suffer, some Westerners claim. 
Reps. Ed Edmondson, D., Okla., 
William A. Dawson, R., Utah, 
and Henry A. Dixon, R., Utah, 
conferred with the President 
when the program was being 
drafted. 

* * * 

WESTERN LUMBER indus- 
try is still suffering as a result 
of the home building slump and 
tight money, but the plywood in- 
dustry is booming, the govern- 
ment has been told... W. E. 
Difford, managing director of 
the Douglas Fir Plywood Asso- 
ciation, reports orders are run- 
ning 10 per cent ahead of last 
year, and production and sales 
should continue at a high level, 
he says. 
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Mickey Mantle packs ’em in the Stadium... 


y Now he’ll pack ’em in 
YX 
your store: 


... With this Big League 
Traffic Builder! 
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* Each time you order this q 
‘“‘Mickey Mantle Pack” of 
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Pint Vacuum Bottles 
you get 36 coupons. 
Each coupon and $1.00 
gets customers a 
Ol<ckeg Want. 
AUTOGRAPHED BASEBALL 
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Buy this special “Mickey Mantle Pack” with six “Pour-Easy” 
pint vacuum bottles. (No. 9980) No premium cost. 
(retail list $12.90.) Get the colorful display free. Display 
$2I5 av contains 36 coupons you can use to build traffic in a big way. 
RETAIL x Each coupon and $1.00 gets ye customers a siege. 


It pours like 

a pitcher... = 
never drips = 
a drop! 


Department HW-2 
Landers, Frary & Clark, New Britain, Connecticut 
tam interested in the Mickey Mantle “Pour-Easy” Promotion! 
(] Please send me additional [] Please ship through my 
information. distributor ___ Mickey 
Mantle Six-Pack(s). 
NAME____ wearer eA i, 
COMPANY___ Seana ee ‘ — 
1, ee Sk UL ee 


DISTRIBUTOR__ 
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This first Annual Store Improvement Issue presents material to 
show (1) what other merchants have done to improve their over- 
all business and profits; (2) new equipment and supplies for mod- 
ernization; (3) catalogs, literature and books regarding systems, 
equipment and supplies; (4) merchandising aids. 

Store improvement covers a large field. Anything that can be 
construed as aiding a retailer’s business and/or improving the 
profit picture can come under “Store Improvement.” However, the 
major step in store improvement is to make the physical outlet 
something that will attract more people, induce them to buy more 
merchandise from it, and to simplify the cost of selling merchandise. 

We have planned the following pages to give you as much aid 
as possible. 

The importance of store improvement is well expressed in the 
Architectural Forums forward to a round table report printed in 
1956. It reads in part: “There are almost 2 million small stores 
in the U. S. Most of them are strung out in ragged rows along the 
narrow, crowded Main Streets of our cities, towns and suburbs. 
Most of them are as out of date in appearance and equipment as 
the old buildings they occupy. Yet these stores are trying to com- 
pete with the new chain stores which have taken the best sites in 
the middle of the town, and with the attractive new shopping cen- 
ters which have sprung up on the fringes. Unless these stores are 
updated, inside and out, they can never meet this new competition 
and, in turn, Main Streets everywhere and whole downtown areas 
are doomed to deterioration. 

“In the current drive to rejuvenate the commercial districts of 
our communities, small independent stores—because there are so 
many of them—are just as important as any of the biggest down- 
town interests: banks, office buildings, department stores, utility 
companies and transit companies, and the others. Any plan for re- 
building our communities downtown which does not reckon with 
the small retailer is not likely to succeed.” 
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Builds Year ‘Round Power 
Tool Sales .... 


T Billings Hardware, Billings, 
Montana, power tool depart- 
ment manager Allan Schrupp 
has had unusual success build- 
ing a well balanced year-around 
volume. 

The key to one phase of the 
promotion is always an attrac- 
tive window display. The power 
tool department has a 25-foot 
window display section, which 
allows the entire department to 
be used as a big display set. 

“Of course display is only a 
part,” department manager Al- 
lan Schrupp says. “We have our 
displays so wired that each unit 
is an operating tool ready to do 
a job. We have found that the 
sure way to hold a buyer’s in- 
terest and build a desire for the 
tool is to allow that prospect 
to use the tool. Our system of 
outlets and connections allows 
us to hookup every tool we have 
on the floor in a minute’s notice. 
A little extra sweeping up after- 
wards is of no matter if the 
demonstration closed the sale, 
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By letting customers try 


tools on sales floor 


or even produced a customer 
who will return to look, try and 
maybe buy.” 


Stock Carried in Dept. 


Another essential, according 
to department manager Schrupp, 
is a full stock of power tools and 
accessories. The department at 
present carries a stock of power 
tools of around $12,000. The 
stock total on accessories for 
the department runs $3000. 

“If you expect to continue in- 
creasing your volume of sales,” 
Mr. Schrupp says, “you must 
carry a full stock of power tools 
and also have on hand just 
about every accessory. It is 
the accessory that helps to hold 
sales on an even keel during the 
low volume months. 

“Of course, first comes the 
power tool sale, then another, 
and then your buyer begins to 
need items from the accessory 
line. This keeps him coming 
back and puts your foot in the 
door for later power tool sales 


to later bring more accessory 
sales. It’s an endless chain, 
once it is going.” 


Advertising 


At the present time the power 
tools department is using regu- 
lar newspaper display advertis- 
ing (a section of the firm’s dis- 
play ad) and radio spots. Man- 
ager Maurice Toftely and power 
tool department manager, Allan 
Schrupp, plan on using T-V ad- 
vertising and are now working 
out a cooperative plan with 
power tool manufacturers. In 
this advertising they expect to 
show the different tools being 
used by contractors and in home 
work shops. 

“In order to help even the 
volume,” Mr. Schrupp says, 
“and to give us an off season 
boost, we push accessories dur- 
ing the months between May- 
June and November-December. 
May and November are our high 
months in power tool sales vol- 
ume.” 
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ontana California Store Is Set Up in New Build- 


ing For Cash and Credit . . . Service and Self- 


Service... 


HE principle of self-service 

is applicable to the hardware 
business—so long as it isn’t 
allowed to interfere with service. 

That’s the opinion of Louis 
Sherman, partner in the highly 
successful firm of Nat’s Hard- 
ware & Building Supply Com- 
pany, Fontana, Calif. The 
opinion has become policy at the 
beautiful new self-service store 
which Nat’s opened last Decem- 
ber. 

A hardware store is not a 
grocery market, Sherman warns, 
so side by side with self-service 
there must be personalized serv- 
ice. To be effective, self-service 
should take advantage of the 
economy and efficiency of a cen- 
tralized checkout stand, but such 
a setup should make allowances 
for the high percentage of credit 
business that a hardware store 
must do to prosper. 

Accordingly, these dual con- 
cepts of service and self-service, 
and of credit and cash sales, 
were engineered into the com- 
pany’s operation when the new 
store was built. 

In stressing the idea of serv- 
ice, Nat’s new store is carrying 
on in the footsteps of the old. 
It’s now 12 years since the 
original Nat’s was opened next 
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door to where the new store now 
stands. 

Nat Simon was the founder, 
and his first store was a 15 x 
30-ft. structure. Louis Sherman 
bought out Simon and his part- 
ner, A. I. Sperber, in 1950. In 
1952 they rejoined the firm. In 
February 1955, Nat’s Hardware 
bought the Fontana Lumber 
Company and for the first time 
became a complete building sup- 
ply house. E. M. Zinn, the 
fourth partner, now operates 
the lumber yard as his exclusive 
province. The other three con- 
centrate on the hardware opera- 
tion. Louis Sherman does the 
“executive” work. Simon is the 
“star” salesman. Sperber is a 
particularly keen merchandise 
buyer. 

As the store grew, new lines 
were added. Three times it was 
expanded, to an ultimate total 
of 4200 square feet—almost ten 
times its original size. 

But the market was changing. 
Once a rural community of 
chicken and rabbit ranches, 
Fontana has gradually been un- 
dergoing a transformation into 
a semi-industrial community. 
Henry Kaiser built a steel mill 
at the south edge of the city 
during the war. Some years 


TWIN SALES 
PROGRAM 


Louis Sherman 


later the Koppers Co. con- 
struced a tar products plant next 
door to it. Gradually the rabbit 
ranches began to give way to 
residential subdivisions and 
eventually new zoning ordi- 
nances virtually completed the 
job. 

At one time, 30 per cent of 
Nat’s business was in agri- 
cultural equipment. Today, this 
line accounts for less than 5 per 
cent of gross sales. 


Expanded to Tap a Market 


As the market changed, Nat’s 
changed with it. The emphasis 
was on construction, and Nat’s 
specialized in building materials. 
The lumber yard was a particu- 
larly wise acquisition. But while 
it was specializing, the store 
was cutting itself out of a lucra- 
tive field—home furnishings and 
giftwares. Nat’s was limiting 
itself to “heavy” hardware, but 
not entirely through choice. 
There simply wasn’t enough 
room to stock all the lines. 

So, once the firm had assimi- 
lated the lumber operation, the 
partners set to work to build a 
full-scale, departmentalized self- 
service hardware store. Located 
on ground adjacent to the old 
store, it covers nearly 13,000 
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square feet. Together, the old 
and the new stores—connected 
by an open doorway—measure 
17,000 square feet. 

One of the keys to the opera- 
tion is the checkout area. Here 
the two ideas of service and self- 
service have been dovetailed 
effectively. 

The checkout is handled at a 
single stand, which has proved 
adequate to handle the volume. 
All cash transactions are re- 
corded on a cash register tape, 
in true supermarket style. 
Credit transactions are recorded 
on Standard Carbomatic Regis- 
ters. 

One such register is placed at 
the check stand for the use of 
the checkout clerk. The register, 
which contains triplicate in- 
voices printed on continuous, 
Kant-Slip sheets, lends itself to 
rapid use. Roll of carbon is held 
in place in the Register box and 
automatically feeds fresh car- 
bon into the writing area as 
the forms are advanced. The 
forms themselves are marginally 
punched, so that they ride in 
perfect alignment over pins in 
the form-feeding mechanism. 

This setup makes for fast 
handling of charge orders. Each 
time a form is completed and 
removed, the next one moves 
into place ready for use. 

Since the clerks at Nat’s are 
familiar with all the regular 
charge customers, there is no 


+= 


ATTRACTIVE glassware display invites customer inspec- 
tion. 
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CUSTOMERS cart their goods past the checkout stand, where sales are either 
rung up on cash register (for cash) or written up on the Standard Register 


(for credit). 


problem with holdups for credit 
approval at the stand. 

A large bulk of the credit 
sales at Nat’s involve a slightly 
different procedure, however. By 
their nature, they are service- 
type sales. Builders and other 
customers who buy in quantity, 
such as do-it-yourself contrac- 
tors, require personal attention, 
and when they have finished 
their buying the writing of the 
invoice is certain to require some 
time. These are handled by the 
floor salesmen from start to 


front. 


finish. 

Auxiliary registers are used 
to record these sales. They do 
not even go through the cash 
counter. Therefore, there is no 
conflict at this point. 

Not only are the register 
forms faster to use, but they 
give much more security than 
forms that can become loose. 
Prenumbering gives a numeric 
control which is important for 
accounting purposes. The third 
copy is locked into the register 
box at the time the invoice is 


POWER TOOL demonstration is located close up to store 
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written; therefore it cannot be 
lost. 

In terms of numbers of cus- 
tomers, 90 per cent of Nat’s bus- 
iness is self-service. Yet the re- 
maining 10 per cent, which 
requires the personal attention 
of one of Nat’s salesmen, ac- 
counts for an estimated 50 per 
cent of the store’s volume. 

Generally, the two types of 
customers are quite different. 
The _ self-service customer is 
likely to be a woman, who likes 
to browse. Using one of the 
market carts provided by the 
store, she ordinarily needs little 
help. 

On the other side of the coin 
is the home mechanic, the do-it- 
yourself contractor, or the pro- 
fessional who is buying accord- 
ing to specifications. Usually he 
will want service. 

To satisfy the needs of this 
type of customer, Nat’s keeps 
six salesmen on the floor or near 
at hand. Each one is an expert 
in several lines of merchandise. 
They make an effort to spot per- 
sons who appear to want as- 
sistance. 

Mr. Sherman has his office 
in a mezzanine at the rear of 
the sales floor, and through large 
glass windows he and his office 
assistants can see the entire 
store. If a customer appears to 
need service, they page a sales- 
man on the loudspeaker. 

Eventually, Sherman plans to 
install a buzzer system, with 
buttons located at conspicuous 
places in each department so 
that the customer himself may 
call for assistance. 

Many customers seek assis- 
tance for complete building proj- 
ects, so extensive personal ser- 
vice is a necessity. Using a 
customer’s blueprint, one of the 
top men in the store will help 
him figure his needs for a com- 
plete wiring job, for example. 

Today, Nat’s Hardware has a 
broad line of merchandise. De- 
partments include house fur- 
nishings, giftwares, glassware, 
appliances, etc., which occupies 
about 40 per cent of the floor 
space; sporting goods, a new 
line also; a camera department; 
a swimming pool equipment de- 
partment; a power tool depart- 
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ment; a heating and cooling 
equipment department; the 
heavy hardware departments; 
and a rental area. 

Self-service is not an economy 
measure, according to Sherman. 
Expert salesmen are still re- 
quired. But for the person 
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whose needs can best be fulfilled 
without the services of a sales- 
man, it has proved ideal. It can 
profitably exist side by side with 
a service procedure. The check- 
out system, using the two types 
of records, helps make this pos- 
sible. 


WALL SECTION utilizes cubic footage for display of builders hardware and 
shelf hardware items. Mr. Louis Sherman, partner, helped plan and supervise 
the store’s construction with the aid of the Pacific Southwest Hardware Asso- 
ciation for sales floor plans. Plans were completed with the aid of M & D 


Store Fixtures, Inc. 
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ALL ITEMS are price-marked either in bins or on the item itself. Bolts and 
nuts are binned in fixtures at left. The aisles are of adequate width. A large 
assortment of merchandising makes the store an excellent shopping place for 
browsers as well as those who know exactly what they want. The office can 


be seen on the mezzanine at upper left. 
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Color-Coding Makes Bolts & Nuts 
Self Service Items 


ROBABLY the greatest draw- 

back to selling small bin 
hardware items, which are 
priced at a few cents each, is 
the fact that it costs just about 
as much to sell them as the total 
profit earned. 

Some idea of the absolute 
necessity which forced us to 
make serious effort along these 
lines may be seen from the fact 
that during most of the year we 
average the sale of around $1,- 
500 worth of bolts per month. 
with a commensurate turnover 
in screws, nails, etc. Bolts, how- 
ever, represent the headache, in- 
asmuch as we stock one of the 
largest inventories in the state. 

The bolt stock, is displayed 
in self service bins, along both 
sides of a 20-foot wide gondola 
fixture extending across rear of 
store, with two wide aisles for 
ready access. 

Our first idea consisted of 
simply spraying the ends of as 
many sizes of bolts as possible 
with a flat white enamel and 
then rubber-stamping the price 
on the heads of bolts, large 
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BOLT HEADS are sprayed with 
quick-dry lacquer in appropriate colors. 
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screws, etc., with bright purple 
ink, using a super market-type 
price stamping device. How- 
ever, we soon found that it was 
no more than a partial solution 
inasmuch as the rubber stamp 
could not be used effectively on 
smaller sizes where the head of 
the bolt, the tip, etc., was too 
small to lend itself easily to such 
identification. 

After some experimentation, 
we decided upon color-coding 
as the most logical answer, pro- 
viding that all of the small 
items could be coded at a reason- 
able enough cost. Consequently, 
to come up with a practical 
system such as this, we turned 
to our own paint department. 
There, we found the solution 
in pressure-type paint - spray 
cans which, at a relatively low 
price, would make it possible 
to code large numbers of small 
items simultaneously with a 
single sweep of the spray can. 
Experimenting, we found that 
we could make a logical cover- 
age of several price steps below 
20¢ with a dozen cans of paint. 
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CODE CHART helps sales personnel 
to quickly identify bolt prices. 


By JOSEPH PRESELLER 


0. S. Stapley Company 
Mesa, Arizona 


To simplify matters, we have 
standardized upon several colors 
which, now, instantly suggest 
a price at a glance. The cashier 
has no difficulty in totaling up 
the price of a mixed purchase 
of this sort, simply ringing up 
the amount as she recognizes 
each color. 

At several points throughout 
the store, wherever small hard- 
ware which sell at less than 20¢ 
are involved, we have posted 
“color-price guides” which are 
simply 8x2 inch cards divided 
into vertical columns and 
painted with all of the colors 
which identify each price. This 
is primarily for the benefit of 
our own salespeople, inasmuch 
as the customer gets his price 
information from the tags 
which are retained at each bin. 
We do not believe that there is 
any less expensive means of 
coding so large a bolt inventory, 
inasmuch as no additional per- 
sonnel cost is involved and the 
$15 invested in spray paint cans 
for doing the color coding will 
provide enough paint to last 
more than a year. 


SELF-SERVICE bins on both sides of 
a 20-foot gondola hold bolt stock. 
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S T STORE IMPROVEMENT 


. . » BY NEW FIXTURES 
AND/OR NEW STORES 








HUNDLEY ADDS 
SELF-SERVICE 


Hundley Hardware, 666 Mis- 
sion St., San Francisco, pioneer 
firm, recently made the switch 
from a service operation to one 
that is now largely self-selection. 
Moving just two doors from its 
old location (where there had 
been only one self-selection is- 
land), the company installed an 
entire wall section, plus a series 
of islands. Where the old store 
concentrated on builder hard- 
ware, with little consumer activ- 
ity, the new location—and new 
displays — have drawn a new 
crop of customers into Hund- 
ley’s. 

Sales have reportedly taken a 
sizeable jump even though the 
move and installation of Daley 
display fixtures by the Garehime 
Corporation, wholesalers, were 
made only a few months ago. 





NOON HOUR AT HUNDLEY’S is a busy time when an average of 25 or more 
customers are found browsing around the open displays and invariably leaving 
the store with a purchase. Bolts, nuts, screws, packaged nails and hundreds 


of other items are displayed on these island fixtures... 


some in glass bins. 


MERCHANDISE CAN BE CHANGED 
easily on these wall sections. Hand 
tools are shown here displayed on Peg 
Board. Illuminated canopy highlights 
the tools at all times and helps draw 
the browser. Shelving can be adjusted 
vertically every two inches. Length of 
shelves can be varied lengthwise by 
removing or adding 214-foot sections. 
Hundley formerly dealt primarily with 
contract buyers of builders hardware, 
but with this new store he has in- 
creased his inveatory of general hard- 
ware items many times. 
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NEW BELLINGHAM 
HARDWARE GROWS 


To herald the opening of their 
new store, the Bellingham Hard- 
ware advertised: “Old Store, Not 
Any More... New Store, Values 
Galore.” And then the crowds 
came. More than 10,000 persons 
were counted during the three- 
day event. Door prizes brought 
many, but the feature that 
helped most was the cooperation 
of manufacturers representa- 
tives in putting on demonstra- 
tions. 

Over 350 feet of Flex-Orama 
type wall fixtures were installed. 
Many gondolas and shopping is- 
lands were placed in the center 
floor area. Robert Dalziel, store 
engineer for the North Coast 
Retail Hardware Association, 
had charge of installation and 
worked with Al McNeil, owner- 
manager of the store, in plan- 
ning the store layout. 


(ABOVE) GIFIWARE AND NOV- 
ELTY sales help make the extra rev- 
enue needed for today’s operation, ac- 
cording to Bellingham’s Hardware 
owner, Mr. McNeil. Dinnerware, glass- 
ware, and decorative items are dis- 
played against a rose coral and dubon- 
net background, on glass shelves. Pop- 
ular items and giftware are on gon- 
dolas. 
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(CENTER) CHECKOUT STAND is 
occupied all day by an experienced girl 
who uses time between transactions 
for bookkeeping and some price mark- 
ing. Pilferage is minimized by having 
someone at checkout stand at all 
times. 


(AT LEFT) YELLOW BACK- 
GROUND sets off the galvanized sec- 
tion and the steel goods which runs 
around corner. Wheelbarrows and cans 
are neatly and attractively displayed 
above cornice. Fringe of barbecue area 
is seen on floor in foreground. 
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CONCORD AVENUE 


RDWARE 


MODERN FRONT casts interesting shadow. Is lighted at 
night by simple ball-like lighting fixtures. 





FIREPLACE SCREENS make a four-sided island of its 
own. Accessories are placed inside. Large manufacturer’s 


sign is used to attract attention. 


FALSE WALL hides stockroom area. 
It is used for wall section display of 
hand tools. This is located near front 
window and doorway. Section is well 
lighted from cornice. Stacks of paint 
are displayed on floor as well as on 
gondola barely showing at right. In- 
stallation of Daley fixtures was made 
by Garehime Corporation. 
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BUSINESS INCREASES AT NEW 
AND ENLARGED BUILDING 


At the time of moving, the Concord Farm Im- 
plement Co. changed the name of the hardware 
store in Concord, Calif., to Concord Avenue Hard- 
ware. 

The owners, Myron Rose, Frank Rose (re- 
tired), and Don Coragliotti, are quite pleased 
with the increase of business in the new outlet 
which runs from 15 to 20 percent over same 
months in previous year. Although the store is 
designed for self service, about 60 percent of the 
volume comes from credit. 





MANUFACTURER’S DISPLAYS are used at end of 
Island where they not only just fit but can be seen from 
checkout stand across the way. 
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CHECKOUT STAND at center of store is being manned by 
M. J. Owenhouse, partner with his son J. W. 


BERKELEY STORE 
GOES MODERN 


In the fall of 1949 M. J. Owen- 
house and J. W., his son and 
partner, bought a tiny hardware 
store in Berkeley, Calif. In No- 
vember 1956 they moved a cou- 
ple of doors to 1889 Solano St. 
From a width of 1214 feet they 
now have 25 feet with a depth 
of 80 feet. In addition they have 
a small mezzanine and 20 x 20 
feet next door for warehousing 
stock. 

Since moving, their business 
has increased one-third over the 
same months of last year. The 
store has attracted much more 
traffic and the rate of stock 
turnover has increased. 

Each department has a differ- 
ent color to set it off, yet they all 
blend nicely together. The light- 
ing was planned by Pacific Gas 
and Electric lighting engineers 
and it makes the whole store 
sparkle. 

Aisles are wide to permit cus- 
tomers to browse. Gondolas are 
four feet high to minimize pil- 
ferage. All merchandise is price- 
marked. Check-out stand is at 
center of store. 

The store hours are from 8:00 
a.m. until 6:30 p.m. every day 
except Sunday when they are 
open from 8:00 a.m. until 4:00 
p.m. 
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HEAVY STOCK of garden supplies is compactly displayed. 
Pest controls and small items are on gondolas. 
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GIFTWARES AND HOUSEWARES are located at front, left. Wall section 
displays fine decorative goods attractively. 
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CLEAN LOOKING PAINT department is at back of store and does a good job 
of drawing customers. Sundries are on other side. 
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ACTION SIGNS 
(left) attract atten- 
tion day and night. 
Sign on top of build- 
ing revolves. Long 
panel sign at side 
of building shows 
sledge hammer hit- 
ting anvil with 
sparks flying. 


MODEL STORE 
was made by presi- 
dent, R. C. Holm- 
quist (left) who is 
pointing out the of- 
fice of his new gen- 
eral manager, Oscar 
H. Elliott, who is 
also president of the 
California Retail 
Hardware Assn. 


FIRE BROUGHT NEW 
HOLMQUIST STORE 


Since 1895 there has been a 
Holmquist Hardware Store at 
875 Main Street in Redwood 
City, Calif., with the exception 
of a little over two years when 
the property was vacant due to 
a fire which consumed store 
No. 2. 

In March of 1957 store No. 3, 
a much larger retail outlet, was 
opened. 

It is bounded on three sides 
by streets. It covers 34,000 
square feet including a mezza- 
nine sales area and an upper 
level office section. The store is 
planned for self service but 
there are many salespeople who 
have been with the firm for OFFICES ON UPPER LEVEL allow occupants to look out over store through 
years to carry out the tradition large windows. Ledge below window was designed for display. 
of giving service and advice. 
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PAINT COVERS a long section of wall display with sun- WESTERN WINDOW opens into housewares and promo- 
dries displayed on gondolas across aisle. Stairway leads tion area. Turnstile is for incoming customers only. Check- 
to mezzanine display area. out station is at center of store. 
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EUGENE STORE 
RISES FROM ASHES 


Last year fire leveled a retail 
hardware store in Eugene, Ore- 
gon, that had been a landmark. 
Just recently it was rebuilt with 
a style that is attracting many 
old and new customers. 
It is called the John Warren 
Hardware store, named after a 
well-known coach of various 
teams, including football, at the 
University of Oregon at Eu- 
gene. Mr. Warren bought the 
store a few years ago from an- 
other famous sports figure, Joe 
Gordon, manager of the San 
Francisco Seals. 
Although the store stocks a 
large general hardware stock, 
it quite naturally features an 
excellent sporting goods depart- 
ment. Another featured depart- 
ment is the builders’ hardware ‘ 
section. A locksmith is located FOR YEARS Eugene residents have been buying hardware and sporting goods 
in a special room 9 x 25 feet. in this location, but only recently in this new colorful building. Fire razed the 
The store employs 13 persons. oe 
It has a display floor of 116 feet 
by 60 feet. 


TWO VIEWS of interior show the 
attractiveness of the new store. Up- 
per view shows the right side of store. 
The wall section on this side is de- 
voted primarily to sporting goods 
which is a big department. Camping 
supplies and other related merchan- 
dise is shown on island fixtures. 
Lower view shows the left side of the 
store which features general hardware 
and utility items. 
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For Further Information 
About Items Described In 
These Columns and on the 
Following Pages — Circle 
the Appropriate Number 
on the INQUIRY CARD Fac- 
ing Page 51 of This Issue. 
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125—HAND-Y for moving’ those 
heavy items from place to place is 
this two wheel, all welded hand truck. 
Equipped with two rocker arms to 
eliminate skidding and dragging. — 
Bimba Hardware & Mfg. Co. 


126—“TAPE” FOR TWO is produced 
by this new cash register-adding 
machine. Enables store manager to 
offer customers itemized tape and pro- 
vides him with permanent records of 
the day’s sales. — Victor Adding 
Machine Co. 
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127—“SAVE YOUR BACK” with this 
motorized hand truck. Permits rapid 
loading, unloading, and short-range 
transport of objects weighing up to 
1,000 Ibs. Both wheels powered for 
traction on rough surface. — Walco 
Supply. 


128—“NOW HEAR THIS” A new 
wireless intercom system is designed 
to operate on any one of six channels 
without interference with other com- 
munication within the system. Can 
also be used for paging.—Talk-A- 
Phone Co. 


129—“TELL THE PEOPLE” what 
you are selling with these changeable 
message display frames, now carried 
on-the-shelf for immediate delivery 
by this manufacturer. Frames of ex- 
truded aluminum.—Arlington Alumi- 
num Co. 





130—“PITY THE BURGLAR” who 
runs afoul of this radar-operated 
motion detection instrument. Detects 
any movement within a radius of 25 
feet in any direction from the an- 
tenna, sets off alarms. — Radar-Eye 
Corp. 
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131—A “SHARP” IDEA, is this heavy-duty, lawn mower 
sharpening machine. Designed to grind any lawn mower, 
reel-type or rotary, hand or power. Among new features 
are: machine-tool type construction, rotating mower sup- 
port bar which offers multiple grinding position, adjust- 
ments controllable from both sides of the machine, hollow 
or flat-grinding or the bed knife and fine horizontal as 
well as vertical feed of the grinding carriage. A real 
extra profit and service item for retailers.—Fate-Root- 
Heath Company 









































132—“A GOOD SIGN” saves a thousand questions to 
clerks and sales-people. This sign-making machine will 
produce selling signs at low cost and high speed. Any 
clerk or store helper can produce varied professional sign 
styles, including reproduction of various type styles, cuts 
and in colors on this improved “Lin-O-Scribe” — Model 
MR-711. 7x11 is the standard size display card used by 
most stores.—Morgan Company 
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133—“A HARD WAY TO WASH DISHES” but an excel- 
lent method of displaying several sink tops is this space- 
saving sink display unit. Shows porcelain, stainless steel 
and Formica sink tops. Available with either 54-inch or 
66-inch under-sink cabinet and with 144 possible color and 
style combinations.—Republic Steel Corporation 


134—“SHOW TO SELL” is the theme of this new display 
rack designed to promote multiple sales of aluminum 
housewares. Five foot long merchandiser comes with or 
without table top and includes pegboard divider with dis- 
play space on both sides. Includes two circular side-arms 
to show electric broilers and on-stove ovens, plus two 
parallel rods for fry pan safety lids —Magic Hostess Cor- 
poration 
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135—“TYPING TIME SAVER” is 
this stencil, which is tabbed onto an 
order-invoice form, as a by-product of 
the form’s typing procedure. Stencil 
goes to shipping and is printed on 
earton. — Weber Marking Systems 
Division 
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136—“EASY TO REPAIR” in case 
of accidental damage or change of 
usage, this new type hand truck is 
made of high-strength aluminum 
alloys. Offered in four frame designs, 
toe plates and sizes of wheels.—Sun- 
master Products Co. 


137—“A NEW METHOD” of stencil- 
ling, dating, coding and addressing is 
offered in this roller-marker. Can be 
used on curved as well as flat sur- 
faces and is self inking.—Industrial 
Marketing Equipment Co. 
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138—“ON THE SPOT” Just place 
these pressure sensitive labels “on the 
spot” you wish to mark or identify 
and they stay. Available in a wide 
variety of styles, pre-printed and 
blanks.—Paramount Paper Products. 


139—“IN THIS CORNER” a real 
lightweight. These hand trucks all- 
magnesium construction are rust and 
breakproof. Carry up to 450 Ibs. and 
weigh only 16 lbs. Semi-pneumatic 
balloon tires.—Colson Corp. 


M-W Names Martin 


William G. Martin has been ap- 
pointed to the Marshall-Wells Com- 
pany home office in Duluth, to direct 
the company’s Stores Program, Prior 
to his appointment he was general 
manager and vice president of the 
Van Dervoort Hardware Company of 
Lansing, Michigan, having been with 
them for the past ten years. 

Speaking of Martin’s appointment, 
C. V. Mead, president of Marshall- 
Wells, said that Martin’s excellent 
background in both the retail and 
hardware field brings to Marshall- 
Wells additional skills for continued 
expansion of the Stores Program. 
This development is a_ two-fold 
growth, growth in services and mer- 
chandise with our present stores, and 
growth and development of new fran- 
chise stores in the vast territories 
served by the Marshall-Wells Com- 
pany. 


140—EXTRA SERVICE IDEA for 
hardware stores is this pipe and bolt 
threading machine. Features univer- 
sal die head which threads 12 to 2”. 
Has concealed oil system, lathe type 
adjusting handje.—Ridge Tool Com- 
pany 


141—THE “DIOR” LOOK in lighting 
fixtures is offered by this manufac- 
turer. Ceiling units are slim, trim 
and flat. Available in many models 
the fixtures are only 412 inches deep. 
Finished in white—Edwin F. Guth 
Co. 


Lawn Care Service 
For Hardware Stores 


Franchised dealerships of “Lawn- 
scape Service” are still available in 
certain areas. Among some of the 
services that a dealer can offer with 
this franchise would be a “Lawn- 
scaper Lawn Beauty Treatment” for 
which a charge of about $15 is made. 
For this the homeowner gets his lawn 
fertilized, mowed, mulched, aerated, 
rolled, trimmed and edged. Such serv- 
ices give the hardware retailer an 
opportunity to make extra profits. 
Further information may be had 
through the Lawnscape Corporation of 
America. 

For Details Circle 156 on INQUIRY CARD 
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Automatic Heater 
0 from General Electric 


$19 95* 


Never before so many fine teatures 








in a quality heater at this price! 


Faster Heat Distribution .. . powerful fan 
and hidden vanes project all the heat from coil 
fan into the room. 


Automatic Thermostat . . . set and forget. 
Quiet Built-in Fan . . . circulates heat. 


Portable ... light, compact; tuck-away handle 
stays cool. Rubber feet... protects surfaces. 


Mercury Tip-over Switch... .shuts off heater 
if tipped over. 


Modern Design . . . beige case with stainless 
steel grille fits any décor. 
Close-set Safety Grille . . . safeguards fingers 


This will be the low-priced heater of the year! and clothing. 


A top-value heater at every price level ! 


Popular General Electric De Luxe General Electric 
AUTOMATIC AUTOMATIC 
HEATER HEATER 


Model H-3 $ 24 9 D ; Model H-2 $ 3 i 9 D F 


Large, handsome, with powerful fan-forced heat. Two kinds of heat! Penetrating radiant heat . . . 
Thermostatic control. Turns itself on and off auto- comforting fan-forced heat. Two heat settings— 1320 


matically with temperature. Heat cuts off if over- 
turned. Safety grille. Brilliantly styled in turquoise 
and chrome. 1320-watt heat unit. Complete heating 
comfort at a moderate price. 


_ Ask your Distributor about the sensational ‘SELL FOR SILVER’ promotion! 


*Manufacturer’s recommended retail 
or Fair Trade price. General Electric Co., 
Automatic Blanket and Fan Dept., 
Bridgeport 2, Conn. 





— 1650 watts. Automatic thermostat. Adjustable base. 
Portable. Mercury safety switch shuts off heater if 
upset. Signal light glows when heater is on. The 
ultimate in modern heating. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


For Details Circle 20 on INQUIRY CARD 
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142—“ROLL OUT THE .. . Shelf- 
Kushion!” This compact floor or (with 
legs removed) counter display fea- 
tures 45-foot long rolls of this per- 
manent, easy-to-clean shelf and 
storage area rubber covering.—Woos- 
ter Rubber Co. 


. UALITY 
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‘Black & Deck " 


1483—SEE—“SAW”—SOLD ! ! New 
saw merchandiser display for portable 
saws is a valuable silent-salesman for 
portable electric saws and accessories. 
Built of metal and pegboard. Height 
40”, width 28'2”.—Black & Decker 
Mfg. Co. 
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144—“LEAVE IT TO LIGHT” to 
attract attention. This new lighting 
merchandising aid transforms exist- 
ing gondola into home lighting de- 
partment. Because it’s lighted, it’s a 
natural “come on” for consumers.— 
Thomas Industries 


145—MINIATURE SALES-MAKERS 
are scale model outboard motors 
which operate like the real thing 
when button is pressed. Features 
Evinrude, Johnson, Mercury, Scott- 
Atwater and Hurricane. Battery 
powered.—_K&O Models Inc. 





146—“. .. HOW DOES YOUR GAR- 
DEN GROW?” A simple answer to 
this age-old question is offered by this 
compact garder tool merchandiser. 
Unit is 39” wide, 28” deep, 45” high 
and holds five dozen tools (no small 
tools included)—O. Ames Company 


147—“COMPACT & CONTEMPO- 
RARY” is this versatile display unit 
designed for flexibility and easy con- 
version to any use. Snap set brackets, 
bins and shelves are simple to remove 
and relocate in minutes. — Shore 


Woodwork Co. 
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Realistic? « « » Your customers won’t believe their eyes when they 
see the true-to-life impression of the all-new Victor Decoys—and 
they won’t be able to resist buying, either. 


Look at these NEW Features 

Broader across the back— 

Appears more life-like to high-flying game. 
Natural plumage— 

Adds sales and eye-appeal, assures more effective results. 
Sit lower in the water— 

Results in greater stability and more realism to high-flying game. 
Iridescent head and wings— 


Mallards have iridescent paint on head and wings; all species have 
glass eyes for added attraction, a more finished look. 


Available in these 3 Models 
Victor MOLDED FIBER end. cham: 0-9 Champion ave 


@ No. D-3 Victor Magnum — Oversize; species; D-10 Standard—seven 
heads can be fixed in any position. = keane eee 
Two Species: Mallard, Black Duck. 

(No. D-3 Veri-Lite style also availa- 
ble in seven species: Red Head, Blue 
Bill, Canvasback, Whistler, Widgeon, 
Pintail, Teal.) 

No. D-2 Victor Premier — Full Size. 
Three Species: Mallard, Black Duck, 
Pintail. 


Victor WOOD 


@ No. D-4 Victor Imperial—Oversize; 
new “live-action” movement. 
Three Imperial models: Mallard, 
Black Duck, Canvasback. (Reg- 
ular D-4 models: Pintail, Red 
Head, Blue Bill, Widgeon, Whis- — 
tler, Teal.) D-4 





Famous Victor Majestic 
Tenite Plastic Decoys 
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NEW ! pd. ogemseree > 
“Call of the Wild” 


Now you can attract Ducks, Geese, Crows, and 
other birds by using the actual recorded 
call of the particular game you’re hunting. 
“Call of the Wild” is a portable, three-speed 
record player with a powerful transistor 
amplifier that can be heard up to a distance 
of three miles. Transistors and printed cir- 
cuits eliminate the use of vibrators and 
other fragile and expensive parts, provide 
compactness and lightweight. 

Unit is powered by three inexpensive bat- 
teries which last up to 85 hours of operation. 
Can be used as a low-cost public address 
system by simply plugging in hand micro- 
phone. 

Six 45 RPM records now available: Crow, 
Mallard and Black Duck, Pintail and Mal- 
lard with Black Duck combined, Canada 
Goose, Blue Goose and Snow Goose com- 
bined, and Turkey. 


See the full line of Victor Decoys in Molded Fiber, 
Tenite Plastic, and Wood. . . 


line available anywhere. Ask your wholesaler for cata- 
log illustrated in full color. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. 
For Details Circle 21 on INQUIRY CARD 


. It’s the most complete 


Pascagoula, Miss. Niagara Falls, Canada 
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148—“A COMPLETE DEPART- 
MENT” for builders hardware is rep- 
resented in this portable merchan- 
diser. Only 36” wide, 49” high and 
19” deep. Displays complete line of 
builders hardware. — American Hard- 
ware Corporation 


149—“SAFE MULTI-PACK” for pre- 
cision products has been developed. 
Shown here, motor starting fluid is 


packed by the dozen in capsules. 
Hinged top presses firmly to hold 
capsule in rigid position.—Continental 
Can Co. 


150—“AN ELECTRONIC GIFT” to 
users of photo-electric relay equip- 
ment, is this new line of relays that 
require little or no maintenance. De- 
signed to be proof against weather, 
wet, dirt, vibration etc.—Photobell 
Co. 
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151—“READY TO GO” this display 
rack for “Dur-O-Peg” punched panels 
and assorted hooks and _ hangers, 
comes completely set up. Displays 16 
most used hooks and two sizes of 
shelves. Back holds 3 sizes.—Fabrica- 
tors Ine. 


152—“TOOL-GO-ROUND” is offered 
to show Sunbeam line of power hand 
tools and accessories. It is designed 
to sell the impulse shopper and helps 
sell accessories to present electric 
tool owners.—Sunbeam Corp. 


DeVilbiss Moves Branch 


In another step to provide better 
servce for its West Coast area cus- 
tomers, the DeVilbiss Company here 
announced today that it will shortly 
move its direct factory branch facili- 
ties for Northern California from 
Santa Clara to San Jose. 


153—“WALLPAPER LIBRARY” is 
contained in this specially built stand. 
Collection of room-separated wall- 
papers makes selection almost a self- 
service operation. Twelve books each 
with 200 papers.—Hooker Glass & 
Paint 


154—“SHAVER CENTER?” is offered 
by this manufacturer in the form of 
a handsome, illuininated display show- 
case. Designed so that customer can 
try any shaver shown “on the spot.” 
—North American Phillips Co. 


155—FOUR NEW ASSORTMENTS 
have been added to this line of high 
quality do-it-yourself, home workshop 
products. Includes masking tape, 
hand sanders, white glue, hide glue, 
sandpaper, aluminum oxide disks. — 
Armour & Co. 
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NO MORE RUST SPOTS Ht 37= Shure Sell 


from customer handling of saws Basic Unit for 
é |Bicmeod | geek Ey.’ 


Assembly 





$45°° * 
Show Mote - - 
Sell More... 


with this easily-assembled unit 


All steel for heavy loads 

Includes base frame and double standards 
Day-to-day flexibility 

Brackets adjustable at one inch intervals 


50 sq. ft. of sales space on 18 sq. ft. 
of floor space 


‘ All you supply is shelving 
ALL DISSTON SAWS you order, such as this D-23, Easy-to-follow 


“ 7 assembly instructions included 
are “DISSTONIZED” for your protection. Economical...durable... pays for 


itself in profits, many, many times over... 
with fast, self-service sales 


Disston’s special baked-on finish = of high mark-up small items. 


keeps saws factory-fresh and shiny 
$145.00 includes 


! ! 
No more rust spots or smudges! No more finger marks! Perfo-Board shelves, 
No more oiling! Now you always have a. new-looking aluminum price strips, 
piece of merchandise to display and sell ... no matter how bin hardware and glass 
much your customers handle Disston Saws. 


How come? It’s all because of the tough, flexible, trans- 
parent finish Disston engineers bake onto the steel. This | 
finish is not an oil, wax or lacquer. It won’t rub off, peel, 
crack or discolor the blade. 


Stock and sell the hand saws that are protected from Peete Store Equipment Catalog 
: ‘ . ' oe | : Every type of display item from 
rust while on display—Disston Hand Saws! Place your = ticket holders to complete display 
f a unit, fully illustrated and 
order through your Disston wholesaler today. , Gepsctned. Fell of vaheakiin eeiettanitim 
on display assembly and modern store 


WANT MORE INFORMATION? | ER sitesing: Se for ony 
Write Henry Disston Division, ; 


H. K. Porter Company, Inc., eS EVE Com pany 
Philadelphia 35, Pa. 


Manufacturers & Distributors 


MAIN OFFICE & PLANT 
Henry DISSTON DIVISION RIVERA (Los Angeles County) CALIF., OXford 2-3725 


BRANCH: 820 E. 12th St., Oakland, California, TEmplebar 4-8944 
H. K. PORTER COMPANY, INC. 


For Details Circle 22 on INQUIRY CARD For Details Circle 23 on INQUIRY CARD 
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156—’ROUND AND ’ROUND SHE 
GOES ... and displays a full line of 
aluminum utensils in a minimum 
amount of space. Sturdy and almost 
impossible to tip displayer, rotates 
easily giving full display to all items. 
—Aluminum Cooking Utensil Co., Inc. 


157—A REAL “SCOTCH” IDEA, is 
this revolving counter rack for plastic 
tape, which is so “thrifty” in its use 
of space. Unit displays seven colors 
in less than one square foot of coun- 
ter space.—Minnesota Mining & Mfg. 
Co. 
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158—SIXTY GETS YOU FORTY, is 
the idea for this complete roller paint- 
ing bar. Sixty dollars brings the 
dealer the stocked unit with sug- 
gested prices bringing a profit of 
forty dollars—A. G. Jacobus’ Sons, 
Incorporated. 


159—“PICK A PACK” of tacks, nails 
or brads from this dispenser rack de- 
signed to hang on modern “peg- 
board” walls or partitions. Measures 
only 11” x 7” x 2” and holds 30 
packs of \% lb. each. Atlas Tack Cor- 
poration. 


LU a 


160 — “SUNDAY PAINTERS” and 
do-it-yourself fans in general will be 
attracted to this display of spray 
enamel. Twenty-five decorator-se- 
lected colors are featured on the 
seven-foot free standing display.— 
Martin Senour Company. 








161—“FOREVER AMBER” might be 
a second name for the unbreakable 
amber handles on this firm’s line of 
screwdrivers. New display has each 
*driver carded, priced and color coded. 
Rack hangs on wall and holds 100 
*drivers.—Fuller Tool Co. 
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Featured Scale 
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with convenient 


No doubt you recognize the scale in the spot- 
light. It’s Counselor’s slim, beauty-styled 
CORONET Bath Scale with the trim, sturdy 
handle that makes it so easy to move about. 


Top-Value CORONET is a leading model in 
Counselor’s nationally advertised line ...a 
line that gives your customers the most com- 
plete choice of price, color, and features, 
together with unsurpassed accuracy. 


new pick-up handle 


CORONET is in the spotlight for another 
reason . . . Counselor is participating with 
you in the irha Family Gift Center Promo- 
tion for 1957, and CORONET will be the 
featured scale in that promotion. 


Stop in at the H. M. Johnston booth at the 
West Coast Housewares Show in San 
Francisco. We would be happy to talk over 
Gift Center Promotion plans with you. 


CouNSELor 


The Brearley Company 


Rockford, Ill. 
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MAKE MINE 


Linemen, electricians...men who 
know good tools... are satisfied only 
with the best. When it comes to pliers, 
they know the best is Klein’s—famous 
for quality “since 1857.” 

For your top customers... those 
who appreciate the finest in tools... 
be sure your stock of Klein Pliers is 
adequate. 


This convenient display 
rests on your counter or 
hangs on the wall. It is 
strong and sturdy and 
carries a selection of the 
most popular Klein Pliers. 
Furnished FREE when 
ordered with pliers and 
handles to stock it. See 
your hardware distributor. 


Foreign Distributor 


international Standard Electric Corp. 
New York 


WEL EES co KLE IN =o & Sons 
. LINOIS 


—r BN ROA mater 
For Details Circle 25 on INQUIRY CARD 
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162—“SEE-ABILITY” is the theme 
of this light bulb merchandiser. Rack 


is only 36” wide by 6142.” high and | 


1914” deep; but will hold 725 bulbs. 


Main feature is that all bulbs can be | 
seen with ease.—Westinghouse Elec- | 


tric Corp. 


163—“TRIM-IT-YOURSELF” alumi- 
num molding is now displayed in less 


space with this newly designed red- | 


wire display rack. Storage and dis- 


play space for a stock of 120 feet each | 


of eight shapes is provided.—R. D. 
Werner Co. 


Black Hawk Names Linxwiler 


SAN FRANCISCO —Cravotta 
Brothers, Inc., East McKeesport, Pa., 
has appointed M. E. Linxwiler, man- 
ufacturers’ representative for Black 
Hawk archery equipment and Black 
Hawk Jet water skis and accessories. 





You Can't Miss! 


- « « when You Stock, Display, Promote 


DALTON 


PORTABLE ELECTRIC 


JIG SAWS 


2 Great Models 


Superior in Design 
and Workmanship 
BRING YOU THE STRONGEST 4-WAY 
SELLING APPEAL on the MARKET— 
IN FEATURES, PERFORMANCE, 
VERSATILITY AND PRICE! 


MODEL 
No. D-600 


Complete with 
3 Different 
Blades and 

Allen Wrench 





WILL CUT 











NEW 
IMPROVED 
MODEL 
No. D-500 


Complete with 
5 Different 
Blades and 

Allen Wrench 


Dalton Portable Electric Jig Saws feature the 
new unique Square Reciprocating Shaft. With 
this revolutionary advancement, pressure is dis- 
tributed evenly over two surfaces of the shaft as 


| saw is fed into material being cut—preventing 


blade from twisting—giving you a clean, true cut. 


Check These Other Fine Features: 


Saw circles, straight lines, intricate designs 
Cut wood, plastics, metals, laminates, etc. 
Grip-Switch Handle provides COOLER han- 
dling better control 

Specially built motor 

Oilite bearings, hardened steel gears 
3-conductor cable and adapter for safety 
Makes own starting hole for inside cuts 

Air stream biows sawdust off guide line 

If you break a blade, simply remove stub 
from shaft and put good piece back in saw 


DALTON Fully-Mechanical 


SAWHORSE 
BRACKETS 


No Nails, Bolts or 
Miter Cutting 
of Legs 
Sizes for 1x4’s and 2x4's 


For heavy-duty uses. Put 
lumber in jaws and leg 
sockets—tighten wingnut. 
Use for platforms, scaf- 
folding, picnic tables, etc. 
Dismantle on the job. 2x4 
size packaged. 

$3.75 pair. Slightly higher ; 
on W. Coast. 


Your Jobber Stocks, or Can Get for You! 

DALTON MFG. CO. 72,°,Sertrs! Ave- 

For Details Circle 26 on INQUIRY CARD 
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367 Million Messages Sell 


CLINTON ENGINES To Your 
Customers During The 
Next 4 Months 





164—IT’S REVERSIBLE! New dis- | 
play-merchandiser for water-sealer is SHOULDN’T YOU BE FEATURING 


constructed to serve customers from 


either side. Illustrated panel shows THE GASOLINE POWERED 


uses of product. Handy side pockets 
hold descriptive folder.—E,. A. EQUIPMENT WITH THE ENGINE 


Thompson Co., Inc. FOLKS ARE MORE FAMILIAR WITH 


MILLIONS WILL SEE THE 
CLINTON NAME IN AMERICA’S 
LARGEST FAMILY WEEKLIES 


Every major magazine with a million circulation or 
more will carry Clinton advertising. Prospects for 
gasoline powered equipment will read about and 
be sold on Clinton Engines. You can tie in with 
this history-making effort. Send the coupon below 
and find out how. 


\ 36% CITIES WILL CARRY 
\ CLINTON ADVERTISING 
LOCALLY TO MORE MILLIONS 


This is advertising right in your local newspaper— 
right in your own neighborhood. Clinton is using 
both national and local impact to sell the gasoline 
powered equipment you feature. 


‘ 99 wy . P 
165— ‘BREAK-AWAY MOP comes | Clinton has a big schedule of Clinton Machine Company 
packaged in three sections. Display | advertising in the leading construction, Engine Division, Dept. €-7 
card can be hung or sold from the | transportation and maintenance Maquoketa, lowa 


<a va publications. Big space advertising 
counter. Easily assembled and held | is aimed directly at local businessmen Send me complete facts about the Clinton Engine promo- 


together with long two-way screw. in your area who buy and use tion and what Clinton is going to do in my area to promote 
Handles in three pastel shades.—Ox | gasoline powered equipment. the sale of gasoline powered equipment 
Fibre Brush Co. 4 
Name 
“CLINTON > a 
? Address 


City 

















oe The Biggest Promotion in Gasoline Engine History 
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Good News 


for 
Plastic Pool 
Dealers! 


Now Available 
At a New Low Price 


POOLMASTER® 


"Junior-Jet”’ 
pool vacuum cleaners 


The Poolmaster ‘‘Junior-Jet’’ is de- 
signed specifically for use in family- 
size plastic pools. The only power 
is the water pressure from your 
garden hose. 


THE MANY EXCELLENT 
SALES FEATURES INCLUDE: 


1 Easiest to use. 

2 Specially designed nylon brushes 
gently scrub uneven pool fioor 
surfaces. 

Rubber Bumper to protect pool 
from damage. 

4 Saves water—cleans pool without 
draining. 

@ Increase summer pool profits by 
including the ‘‘Junior-Jet’’ in 
your “pool package.” 

List Price of “Junior-Jet"’ 

(Vacuum head, filter bag).... $29.95 


Special 2 piece 10 ft. handle ... $2.95 
(mailable) 
Prices f.o.b. Burlingame, Calif. 
Specify “Junior-Jet’’ brush-type 
when ordering. 


TELEPHONE OR WRITE TODAY 
FOR COMPLETE INFORMATION 


NOTE: Models of the Poolmaster vacuum 
are available for all size pools—backyard 
to municipal. 


POOLAMASTER.INC 


Diamond 2-2093 
1286 Rollins Road © Burlingame, California 
For Details Circle 28 on INQUIRY CARD 
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166 — BARBECUE MONEYMAKER 
is this compact floor merchandiser for 
barbecue goods. Holds 6 dozen items, 
including: charcoal starting fluid, fire 
bellows, etc.—Outdoor Chef Prods. 


167—“HANG IT ALL!” Here is a 
packaging for wallpaper hanging 
tools, that hangs up on a convenient 
rack. Cards identify, price and illus- 
trate use of each of the eight differ- 
ent wallpaper tools—Hyde Mfg. 
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& ONE MOTOR POWERS THREE MACHINES Pome 
wares 


at . 


168—“ROUT” OUT EXTRA SALES 
with this window display of power 


routers. Samples of routing and 
shaping cuts are mounted and identi- 
fied to help customers visualize some 
of the tools’ applications.—Porter 
Cable Machine Co. 


with... 
M DARRA JAMES 


POWER TOOLS 


169—“A HOBBYIST’S DREAM” is 
represented on this display stand 
which occupies only 20x21 inches of 
floor space. Shown are arbor saw, 
drill press, band saw, jig saw and 
belt-dise sander or jointer.—Toolkraft 
Corporation. 
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170 —“*vOSTCARD MERCHANDIS- 
ING” is applied here to a revolving 
rack which displays enamel paint. 
The maker claims that “shoppers who 
turn a revolving postcard rack inevi- 
tably wind up buying five or six in- 
stead of the single card they had 
intended to select.”—Pactra Chemical 
Co. 





For additional information on 
any item shown on these 
pages, please circle number 
on the Reader Service Card, 
facing Page 51 in this issue 
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dependable 
source Rel, 
for your... Uy = 


HEAVY-DUTY 


HARDWARE 


REQUIREMENTS 








“LOCK-JOINT” TROLLEY TRACK 
| and BALL BEARING DOOR 

HANGERS . 
171—“SHOPPER STOPPER” is this 
self-contained floor or shelf merchan- 
diser for household hardware. Holds 
up to 58 household items in quantity. es 
All hardware is mounted on “Visual , S Designed for doors of all sizes and weights 
Pack” cards, plastic protected.—Stan- Sy iy ‘a up to 3,000 Ibs. Available in wide range of 
ley Works sizes and in “packaged” units that include 
: > all necessary hangers, track and hardware 
for door installations. Finished in long- 
lasting, weather proof “battleship gray” 
enamel. 


INDUSTRIAL DOORS, 


FIRE DOORS AND WEATHERPROOF BARN DOOR 


HARDWARE TRACK AND HANGERS 
— . The favorite of farmers 
Complete line of top-quality heavy-duty everywhere... easy- 
doors, electric operators, hardware and - f selling R-W 36 self- 
fire doors (Underwriters and Factory F cleaning type track is 
Mutual Laboratories approved for class iii i E weather and bird proof. 
A,B, C, D, E andF openings). Enjoy added a RW 423 hangers feo- 
profits . . . help yourself to a bigger i \ 
share of the heavy-duty door market 
. every industrial plant and com- 
mercial building a prospect. R-W offers 
a size and type to meet your customer's 
exact requirements. 





ture roller bearings and 
lateral and vertical 
adjustment for easy, 
dependable operation. 








STUDDING SOCKETS A FULL LINE OF HARDWARE 


172—“DURABLE DISH DISPLAY” . : 


carries the complete line of break-re- 
sistant dinnerware being introduced by 
this firm. Shows quantities of lines 14 
pieces In four colors. Visible stock ihe : R-W offers a complete assortment of all types of 
boosts impulse sales of extra pieces.— Eliminates cost of sill... protects studding from rot swing door hinges, flush pulls, bow handles, stay 


Spaulding Industries Incorporated and deterioration. Securely anchors studding and rollers, floor guides, bumpers, latches, hasps and 
corner posts to concrete floor or foundations. door belts 


Available in 2x 4, 2x6, 2x8, 3x8, and 4x8 sizes. 








‘Byde Co. Promotes Two 
FRESNO, Calif....Ina recent an- | From track, hangers and hard- 


: . ° 
nouncement from the Walter Byde ware to the best line of electric h re | | 
Company, Mr. James W. Gibbs was door operators you can rely on Ic ar s- | ee) 4 
named general manager of the firm’s R-W products to provide com- ; 
main store at 1331 Fulton Street. At | _ plete satisfaction. Sell the MANUFACTURING COMPANY 
the same time Mr. William J. Coon quality line...enjoy added "A HANGER FOR ANY DOOR THAT SLIDES" 


was appointed manager and buyer profits. Write today for your 


of the hardware department. | Copy of Catalog A-91-LP. 330 W. THIRD STREET, AURORA, ILL. + Branches in Principal Cities 
For Details Circle 29 on INQUIRY CARD 
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Two Willing Partners. . . 


[Gttvi qantas aban 
% = Ready, and able to help our 
~~ retail dealer friends with their 
/ problems of... 
MERCHANDISE 
PRESENTATION 
on Counters @ Tables @ Walls 
THE SALT LAKE HARDWARE COMPANY 
Intermountain Wholesale Distributor 
and THE REFLECTOR-HARDWARE CORPORATION 
Originator and Manufacturer of the Famous 


Versatile and Modern Store Display Equipment for .. . 


HARDWARE STORES 
AUTOMOTIVE STORES 
Hayy tS STORES 
a MENT STORE 
PAINT STORES r * FARM STORES 
SPORTING GOODS ¢ GENERAL MERCHANDISE 
STORES STORES 
We are proud to offer our Retailer friends this outstanding 
line of store equipment... 
+ PLUS 
Our many years of experience in store planning and mod- 
ernization for hundreds of dealers. 


dye 


Write or phone us—or get in touch with our sales repre- 
sentative in your area—for Reflector Hardware Corporation 
catalogs or for willing and understanding help in solving 
your store display problems. 


The SyattLake | Co. 


©. BOX 510—SALT LAKE CITY 10, UTAH 


* APPLIANCES STORES 


* DRUG & VARIETY 
STORES 














For Details Circle 30 on INQUIRY CARD 
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HORTON 


weater coolers 
ORIGINATORS OF THE RECESSED SPIGOT 


Horton Coolers sell better because of 
growing demand in construction, oil field, 
chemicals, farming, trucking, sporting. 
Advanced design and rugged construction 
assure satisfactory performance. Insula- 
tion — standard dead-air space or heavy 
ground cork. 1% to 15 gals. capacity. 
Stainless steel-lined available. 


chrome-plated 
spigot 


Contact your distributor or write: 
SNELLING MANUFACTURING, INC. 
P. O. Box 14503, Houston 21, Texas 


For Details Circle 31 on INQUIRY CARD 








173—‘‘A BIG 
WHEEL” or a 
small one are 
shown equally 
well on this coun- 
ter display rack, 
which takes only 
42 sq. inches of 
space. Unit, in- 
cluding rack and 
wheels, can easi- 
ly be hung on a 
Peg Board.— 
Neilson Wheel 
Company. 


175 — “MULTI- 
PLE MER- 
CHANDISER’”’ 
for several rolls 
of this transpar- 
ent, ribbed plas- 
tic floor and car- 
pet protector. 
Rack holds up to 
three 100-foot 
rolls of the 30- 
inch wide mate- 
rial. Includes one 
roll storage.— 
Gering Prods., 
Inc. 


174—DON’T BE 
“BLIND” to the 
sales potential of 
this do - it - your- 
self Venetian 
blind tape and 
cord replacement 
kit. Dispenser 
unit holds eight 
different colors 
in quantity for 
easy self-service 
shopping. — Ru- 
Son Products Co. 





FAST SELLERS 


JUST WATCH 
THE WORLD’S 


UAT 


BEST Tenite-Aluminum 


EXPANSION 


SHIELDS 


_ MOVE OFF 
HM YOUR COUNTER 
FIVE SIZES: 


for No. 4 Screw 
to %” Lag 


SEE your whviesaler 

Write: Dept. HW-1 

JORDAN INDUSTRIES, INC., 2751 N. W. 75th STREET, MIAMI 47, FLA. 
For Details Circle 32 on INQUIRY CARD 
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Shown here are some of the new fixtures 
offered by some of the manufacturers of 
display fixtures for retail hardware 
stores. Other fixtures are shown in the 
section on new stores. 


SHOW MORE-SELL MORE with this clean-lined gondola. 
Feature brackets adjustable at one-inch intervals. 50 sq. 
ft. of sales space on 18 sq. ft. of floor space. Easy day-to- 
day flexibility. Available as a striped unit or complete 
with shelves, price strips, hardware & glass. 


NEW MODEL STORE IN THE MAK- 
ING—Totem Wholesale Hardware 
Company, Seattle, Washington will 
soon have a model store complete with 
merchandise in their new warehouse. 
Designs for these fixtures will be made 
available to retailers in the Totem 
trading area. When finished it will be 
all set for a self-service operation with 
a recommended checkout counter. Spe- 
cial displays of manufacturers will 
also be worked into the general plan. 


JULY 1957 


i 
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VERSATILE type of fixture is this new Displayline that 
can be assembled without use of tools, according to manu- 
facturer. Simplicity and flexibility allows for a variety of 
combinations. At left is shown a gondola without end dis- 
play. At right is end display with wrap-around shelf and 
contoured tag moulding. 


INSECTICIDES ON GONDOLAS take less room and are 
more effectively displayed than in many previous methods. 
An extra shelf has been added to this unit to enable the 
display of more merchandise. The gondola is designed for 
flexibility and allows for seasonal changes. Unit is 16’ long. 
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6 NATIONAL 
ADVERTISING 


ON THREADED STEEL 
RODS— Year around adver- 
tising keeps reminding custom- 
ers in your own back yard to 
come to you for Redi-Bolt. In 
leading magazines like Popular 
Mechanics, Family Handyman, 
Farm Journal, and many oth- 
ers, over 6,000,000 sales messages ap- 
pear each month . . . building demand among 
home handymen, farmers, craftsmen, contractors, etc., . . 
backing up your own sales efforts for more profit. 


Q Quali 


PROTECTION 


Every ve of Redi- Bolt 


threaded steel rod comes to 
you in straight, true lengths 

. With = ata accurate 
threading. Redi-Bolt looks 
better on display, and does a 
better job for your customers. 
That’s why it moves faster, 
turns over more often. Quali- 
ty control at the Redi-Bolt 
plant means “profit protec- 
tion” for you. 


Seven Popular Diameters: bal — 
1/4", 5/16", 3/8", 7/16", 1/2", © —_ 
5/8”, and 3/4", in handy 24” 
and 36” lengths. Bright zinc 
plate and blue rust-resistant 
finishes. 


FREE .. . sturdy, wooden 
display stand with stand- 
ard assortment. 


SELL GENUINE REDI-BOLT... THE ONLY 
PROFITABLE LINE OF THREADED STEEL RODS 


tok your jobber 


on wrtle 
Lal @ REDI-BOLT, INC. 
Dept. HW 
5334 Indianapolis Blvd. 


East Chicago, Indiana 
For Details Circle 33 on INQUIRY CARD 
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Novel Shelf System 


Ray Fouts, manager of Jenkins Hardware 
Company, Denver, developed the unusual clamp 
system which permits for easy elevation or drop- 
ping of shelves to fit any size of merchandise 
desired. 


There are fourteen large gondolas on the Jen- 
kins Hardware sales floor, all of which are ex- 
tremely versatile in accommodating any item 
which the store wants to show at any location. 


The secret is the use of fixture brackets below 
each shelf which are made of ordinary channel 
iron. A slot in the center fits over steel channel 
iron posts, which holds each shelf in position, but 
allows it to move freely up and down. A simple 
flat iron binding plate rides inside the slot on 
either side, against the outer surface of the 
smooth supporting post. A tapped hole in either 
side of the bracket provides for a quarter-inch 
screw bolt which exerts pressure on the binding 
plate when turned in. Any small wrench can be 
used to turn these bolts, operating like brake 
shoes on either side of the supporting posts as 
pressure is supplied to the binding plate. “We 
use ordinary cap screws from stock, which can 
of course, be replaced at any time,” Mr. Fouts 
said. “Total cost was extremely low, but we have 
realized the most efficient display fixtures we 
have ever used.” 


“Shopportunity" Days 
Pull All Summer Long 


N Forest Grove, Oregon, 45 retailers of all types have 

banded together to present a super merchandising event, 
“Shopportunity Days of 1957.” The event started in May, 
and was planned to run for 13 weeks with a probable 
distribution of $1300 dollars in prizes to shoppers who 
take part. 

Prizes are given out each week and include first prize, 
$50, second, $20, and six prizes of $5 each. 

In order to collect the prize, the winner must be in one 
of the 45 stores which includes Seller Brothers, at 2 p.m. 
every Tuesday. To be eligible, the shopper fills out a 
registration card, which lists his name, address and tele- 
phone number, and leaves it with one of the participating 
firms. 
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AUGUST MERCHANDISING 





FIRST WEEK SECOND WEEK 


oman 3. 9 


THIRD WEEK 


~ July 27- August 20 August 10-16 


WINDOW A 





| Rent or Buy Rent or Buy 


‘i Casual | Gordening 
. Western Style 


WINDOW B Fall Preview Fall Preview 








Home Beauty 

Spots (Feature 
cabinet and 
builders hard- 
ware, lighting 
fixtures, switch 
plates, faucets, 
etc.) 


Rent or Buy (fea- 
ture all rental 
items with rental 
and sales prices) 


Rent or Buy (Cont 


Fall Preview (Fea- 
ture new ranges, 
heaters, kitchen 
appliance, fire- 
place equipment, 
electrical house- 
wares, etc.) 


ADVERTIS- 


Casual Gardening 
ING 


.. Western Style 
(Cont.) 

Casual Housewares 
... Western Style 
(feature outdoor 
serving ware, buf- 
fet ware, bever- 

age sets, etc.) 








Fall Preview 

(Cont.) 
Casual Housewares 
.. Western Style 
(Cont. ) Casual Housewares 
.. Western Style 


(Cont.) 
Summer Cooking 


(Feature barbecue 
and accessories, 
camp stoves 
able electric 
plates, etc.) 


Plumbing Repair 
Time (feature 
faucets, fau 
port- repair 


cet Summer Cooking 
items, fit- (Cont.) 
hot tings, water 
heaters, toilet 
seats and supplies 
efak cima 
Summer Painting etc 

(Cont.) 





Summer painting 


Refrigerators & 
Freezers and Air 
Conditioners 
(Cont. ) 


Summer Painting 
Refrigerators & (Cont.) 
Freezers and Air 
Conditioning 
(Cont.) 





Refrigerators & 
Freezers and Air 


Conditioners 
(Cont.) 





Home Beauty 


FOURTH WEEK 


FIFTH WEEK 





August 17-23 


Home Beauty 
Spots 


Sports For Fall 


Sports i“ Fall 

| (Fea ture hunt ng 
and camping 
mie es, football 
supplies) 


Home Beauty 
Spots (Cont.) 


Fall Preview 
(Cont ) 


Casual Housewares 
. . Western Style 
(Cont.) 


Summer Clearance 
Sale (A clearance 
of vacation and 

bia 


camp supcr 


Summer Cooking 
(Cont.) 


Summer Painting 
(C snt ) 


Refrigerators & 
Freezers and Air 
Conditioners 
(Cont.) 





SPECIAL 
| DATES 


Aug. ss 31—Old 
Stove Roundup 


Aug. 1-3 1—Plumb- 
ing, Heating and 
sarttd Month 


| 
| 
we 
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August 24- 30 


- Sports for Fall 


School Day Needs 
| (feature all types 
of back to scho 
items from Kir 
dergarten to the 


college level) 


Home Beauty 
Spots (Cont.) 


Sports For Fall 
(Cont.) 


Fall Preview 


(Cont.) 


Summer Clearance 
Sale (Cont 


Brera ome 


and ele ‘trical 
nd ail types 

tems to 

set the house in 
9rder for Winter) 


Summer Painting 


Cont ) 


| 
| 


School Day Needs 





TORE IMPROVEMENT 


..» BY WINDOW DISPLAYS 


Each issue of Hardware World carries 
a merchandising calendar of promo- 
tions and several complete promotions 
showing window display suggestions. 
If you have any suggestions or ideas 
that might make this feature more 
practical to you or any other hard- 
ware retailers, please send your ideas 
to the editor. 





MODERN 
WINDOWS 


. . can be used to pro- 
mote goods as well as 
the old type of closed-in 
window. These sketches 
show how two of this 
month’s promotions ap- 
pear both outside and 
in. This type of display 
works as well with 
store in shopping cen- 
ter as store facing side- 
walk. 





/ 
14%)" Fost 

= 
/@ POSITION 


DSwE VIEW B" HIGH PLATFORM 











Displays for modern all-glass fronts can be 
just as effective as a closed-in window if atten- 
tion is given to building up the background as 
shown in the large illustration. Backgrounds as 
shown here do not interfere with view inside the 
store, yet they attract attention and help to hold 
viewer long enough to get the promotion idea 
across. 

The view of the large drawing is from in-store. 
It shows how backgrounds can be attached sim- 
ply. At lower left, is an outline showing how plat- 
forms can be made. Casters can be attached as 
shown if you want the platform to be movable. 
It is suggested to make the platform 3 x 6 feet. 
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However, the size should be determined by the 
amount of space available near windows. 

The illustration at lower right, shows how the 
display appears from the sidewalk. The designs 
of the displays are based on two promotions 
shown in our Merchandising Calendar for Au- 
gust. The one with pennants was suggested for 
the promotion “Fall Preview,” which features 
new ranges, heaters, kitchen appliances, fireplace 
equipment, etc. 

The other display is suggested for the promo- 
tion, “Home Beauty Spots,” which features cab- 
inet and builders’ hardware, lighting fixtures, 
switch plates, faucets, etc. 


HARDWARE WORLD 








GONDOLA DISPLAY GOES UP without obliterating view 
of other store areas. One of the August promotion ideas is 
used to show how the top side of a gondola can be deco- 
rated to tie-in with promotions and to attract attention. 
In this case a promotion, called Home Beauty Spots, lends 
itself well to an in-store promotion. Such item to promote 
are outside lamps which are shown to good advantage at 
ends of gondola. They should be lighted at all times to get 
the best effect. Mount them on posts which can be tempo- 
rarily attached to the fixture. Stretch a wire from the posts 
to hang other home beauty spot items, such as door 
chimes, electric switches, cabinet hardware, decorative 
items, etc. This is a promotion to stimulate sales of cabinet 
hardware, builders hardware, bathroom accessories, light- 
ing fixtures, etc. This promotion should be advertised with 
the idea that such beauty spots should be used after an 
outside or inside paint job. 


HOME IMPROVEMENT promotion can prove to be a 
“Store Improvement,” too, as far as profits go. There is a 
rapid increase in the number of home remodeling jobs as 
well as partial improvement programs. Hardware retailers 
stand to profit from such a program by selling paint, 
builders and cabinet hardware, bathroom fixtures and ac- 
cessories, lighting fixtures, kitchen and closet hardware 
and accessories, as well as other things which will help 
bring the older home up-to-date. This kit includes 52 items, 
such as informational booklets for the dealer, dozens of 
display pieces for in-store use, newspaper, radio and TV 
advertising materials, stickers, balloons, hand tags, and 
handout pamphlets. The kit also includes 20 copies of 
HOME MODERNIZING which can be sold for 50¢ each. 
The kits cost $10.00 each and can be obtained by writing 
to Home Guide Inc., 4 East 52nd St., New York 22, N. Y. 
Many manufacturers are plugging Operation Home Im- 
provement in the advertising. Retailers should tie-in with 
this program. 





sell "Gar Assortment 24961 


merican Flyer 


Car Assortments 
NOT JUST ONE CAR AT A TIME 


and you make $4.98 to $9.98 on a single sale! 


Only American Flyer gives you this extra-profit 
opportunity — twelve dazzling car assortments, spe- 
cially packaged and specially priced for quick sale! 


Car Assortment No. 24962 with retail value of 
$29.85 sells for only $24.95. You make $8.31. No. 
24961 with retail value of $24.80 sells for only 
$19.95. You make $6.65. 


Get full details on all twelve profit-makers by order- 
ing your catalog sheets on car assortments today. 
If you haven’t received your 48-page American Flyer 
catalog — HURRY! Write to Advertising Dept. A15. 


™ A.C. GILBERT CO. 


NEW HAVEN 6, CONNECTICUT 


For Details Circle 34 on INQUIRY CARD 
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SPECIAL TREATMENT is sometimes neces- 
sary for certain types of merchandise or service. 
Rentals for example sometimes pose a problem 
on keeping the merchandise together instead of 
getting out in the aisles and in everyone’s way. 
This unit or variation of it may be the answer. 

For special attraction, you can use balloons as 
shown to be placed around sign. 

It would be a good idea to list not only the 
rental cost per day but also the total sales price 


of the new item. This can be promoted by a 
“Rent or Buy” campaign. 

Rentals are excellent for stores in new home 
areas as they help to bring in new customers who 
buy many other types of merchandise. 

Above is picture of a special trailer to haul 
a large piece of equipment. The sign at back gives 
the store a constant plug as long as it is in use. 
It is shown here used for transporting a Bolen 
BA series tiller. 





HOW TO TAKE ADVANTAGE OF COLUMNS 


Shown here are three ideas to capitalize on 
what could be a nuisance... pillars. The one at 
left shows a square box type of sign which can 
be seen from all sides of the store. In center is 
shown how a pillar can be worked right into a 
display fixture, if it happens to be in the right 
position. If it isn’t and there is enough room 
around the column, the circular shelves can be 
run completely around the post to make a special 
promotional display. At right is another idea for 
using a post or posts. This shape sign can be 
hung reasonably low and still be very effective 
from other parts of the store. 
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SCHEDULE OF CONVENTIONS AND SHOWS 


July 21-26 CALIFORNIA GIFT SHOW at Merchandise Mart, Am- 
bassador Hotel, Biltmore Hotel & Brack Shops, Los 
Angeles, Calif. (Geo. L. Pascoe, Trade Fairs Inc., 672 
So. Lafayette Park Place, Los Angeles, Calif.) 


WESTERN SUMMER MARKET at Western Merchandise 5 . a 2. 
Mart, 1355 Market St., San Francisco (Henry Adams, 3 
Jgvou wouldn't & 


1855 Market St., San Francisco, Calif.) 
WEST COAST HOUSEWARES SHOW at Western Mer- light your home 
with whale oil-- 


chandise Mart, 1355 Market St., San Francisco, Calif. 
(Western Housewares Assn., 1355 Market St., S. F.) 
Why put up with 
old-fashioned brooms? 


WESTERN GIFT, HOUSEWARES AND TOY SHOW at 
Western Merchandise Mart, 1555 Market St., San Fran- 
cisco, Calif. (Henry Adams, 1355 Market St. San Fran- 
— The FREEWAY Push Broom 
GIFT, CHINA, GLASS, STATIONERY & HOUSEWARES is the modern way to clean 
SHOW at Civic Auditorium, Sheraton-Palace, Sir Francis streets, roads, barns or indus- 
Drake and St. Francis Hotels, San Francisco, Calif. (*) trial areas. It is impervious to 
commonly-used petroleum and 
caustic products—picks up dust 
particles by magnetic action. 


PORTLAND GIFT SHOW at Public Auditorium, Plaza 
& Benson Hotels., Portland, Oregon (*) 
a ee Ask your jobber about FREE- 
SEATTLE GIFT SHOW at Civic Auditorium, Seattle, WAY Brooms the next time 
you order, and remember, too, 


Washington (*) 
SPOKANE GIFT SHOW at Davenport Hotel, Spokane, that APB can supply all of your 
broom and brush needs. 


Washington (*) 
ALLIED GIFT & JEWELRY SHOW, at Hotel Adolphus, AMERICAN 
PUSH BROOM CO. 


Dallas, Texas (Allied Exhibitors, Inc. 3832 Wilshire Blvd. 
114 FERN STREET 


July 22-26 





July 22-26 


August 4-7 


August 4-7 


August 10-14 
August 18-21 
August 25-27 


Sept. 1-5 


Los Angeles) 


DALLAS GIFT SHOW, at Baker Hotel, Merchandise 
Mart and Santa Fe Building, Dallas, Texas (Fred Sands, 
510 Southland Annex, Dallas, Texas) 


DENVER GIFT & JEWELRY SHOW at Hotel Albany, 
Denver, Colorado. (Allied Exhibitors, Inc., 3832 Wilshire 
Blvd., Los Angeles, Calif) 


NATIONAL BUILDERS HARDWARE ASSN. EXPOSI- 
TION at Conrad Hilton Hotel, Chicago, Ill. (NBHA, W. 
S. Haswell, Sec., 515 Madison Ave. New York) 


NATIONAL HARDWARE SHOW at New York Coliseum, 
New York City. (Frank Yeager, 331 Madison Ave., New 
York) 

AMERICAN HARDWARE MFG. ASSN. CONVENTION 
at Atlantic City, New Jersey. (A. L. Faubel, 342 Madison 
Ave., New York City) 


NATIONAL WHOLESALE HARDWARE ASSN. CON- 
VENTION at Atlantic City, New Jersey. (Thos. A. Fern- 
ley, 1900 Arch Street, Philadelphia, Penna.) 


( *) Kay Leber, 1855 Market Street, San Francisco, Calif. 


Sept. 1-5 





SAN FRANCISCO 9, CALIFORNIA, ORdway 3 - 8891 


Sept. 15-18 
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Sept. 22-25 


Oct. 14-18 


Oct. 20-23 


Oct. 20-23 











BIG SPRING SALES 


Painter Named S. M. BIG SUMMER SALES 


Quaker Names Gen. Mgr. 


The appointment of William Ed- 
wards Painter to the newly created 
position of national wholesale sales 
manager for the Gibson-Homans Com- 
pany is announced by Norman M. 
Cornell, company president. 

Painter, a veteran of 11 years’ ser- 
vice with Gibson-Homans, is respon- 
sible for the coordination of whole- 
sale sales activity for all seven of 
the company divisions; coordination of 
sales with advertising, and participa- 
tion in general planning for overall 
marketing activity throughout the 
United States. The Wholesale Division 
is concerned with marketing of the 
company’s nationally-known lines of 
quality calking and glazing com- 
pounds, roof coatings and cements and 
other protective products. 
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The appointment of James H. Joy- 
ner as general manager, Pioneer 
Works, Quaker Rubber Division, H. 
K. Porter Company, was announced 
recently by G. A. Dauphinais, vice 
president and general manager. Mr. 
Joyner’s duties will include super- 
vision of accounting, manufacturing, 
production, general plant operations, 
and sales. 


Marion Named S. F. Manager 


SAN FRANCISCO — In a release 
from Fairbanks, Morse & Co., Mr. C. 
E. Marion was named manager of the 
San Francisco Branch Scale Depart- 
ment, to succeed Mr. A. B. Parker, 
who moves to Chicago to become sales 
manager of the Scale Division. 








YYEAR 'ROUND GIFT SALES 


There is something irresistible about a 
BIG polished brass bell! And this Bell 
is a beauty that folks just won’t be able 
to leave behind. 


Bells are individually packed, fully 
assembled with bracket attached in at- 
tractive display cartons. Show it and 
you'll SELL it! 


EVIN BROS. 
MANUFACTURING COMPANY 


East Hampton, C cticut 





Sales Representatives: 
John H. Graham & Co. Inc. 
105 Duane St., New York 8, N. Y. 
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STORE IMPROVEMENT 


.. . BY LITERATURE ON 
SERVICE & SYSTEMS 





FOR QUICK CONTACT with the 
producers of the following liter- 
ature, merely circle the corre- 
sponding number on the inquiry 
card on page 51. Drop the card 
in the mail box and we shall for- 
ward your requests promptly. 





DARLING DISPLAYS, a 24-page 
brochure which is now available to 
retailers, builders and architects, 
graphically illustrates the practically 
unlimited design possibilities of the 
Vizusell system of channels and 
brackets. Included in the brochure 
are the application of Vizusell to ex- 
isting walls, its use in the creation of 
self-supporting wall sections and sup- 
ported wall sections for perimeter 
merchandising, complete with simple 
mechanics of actual installation. Also 
shown is individual Vizusell mer- 
chandising units, including all-metal 
gondolas, uprights for wood gondolas 
and lowboys, and for over-counter 
build-ups. It is a valuable guide in 
store modernization or new store con- 
struction. 


For Details Circle 225 on INQUIRY CARD 


LINE-O-SCRIBE SIGN MACHINE 
CATALOG features Line-O-Scribe 
sign machines for any size store. The 
reproduction of any cuts, zinc plates, 
half tones, linoleum blocks, etc., can 
be done on the Line-O-Scribe. Other 
uses are for making proofs of lines 
of type for paste-ups in preparing 
advertising, for both plate making 
and offset reproduction. Catalog illus- 
trates ten models ranging in price 
from $76.45 on up. 

For Details Circle 226 on INQUIRY CARD 


**LINE-O-SCRIBE’”’ SUPPLIES 
CATALOG is offered by the Morgan 
Company to describe equipment and 
accessories for their line of business 
size sign-making machines. Included 
are inks, rollers, cleaners, sign hold- 
ers, metal and wood type, type racks, 
cabinets and swatch of cardboard 
samples. 

For Details Circle 227 on INQUIRY CARD 


“SUPPLEMENT TO A CATALOG 
OF PACKAGES,” a 24-page booklet, 
clearly illustrating packages of Sty- 
ron (Dow Polystyrene with informa- 
tion about each is offered by the Dow 
Chemical Company. The supplement 
shows new Styron containers avail- 
able since the 1955 publication of “A 
Catalog of Packages” Included with 
the illustrations are the size, color, 
type of cover, suggested uses and the 
name and address of the manufactur- 
ers. 

For Details Circle 228 on INQUIRY CARD 
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LAWN AND GARDEN MAINTE- 
NANCE GUIDE for home gardeners, 
shows in simple, graphic terms how 
to control common gardening prob- 
lems involving insects, plant diseases 
and weeds. The chart is broken down 
into four major areas, lawns, trees 
and shrubs, flowers and vegetables, 
giving a quick, ready reference to 
symptom, cause and cure of the par- 
ticular plant malady and saving the 
home gardener the confusion of trying 
to select the right product from the 
wide range of chemicals available. 

For Details Circle 229 on INQUIRY CARD 


WATER SUPPLY BOOKLET is- 
sued by the F. E. Myers & Bro. Co., 
contains many interesting illustra- 
tions and easy-to-read charts and dia- 
grams on various aspects of private 
water supply. Booklet covers such 
subjects as, the importance of run- 
ning water in the home and on the 
farm, correct selection of a pump, 
proper planning for home plumbing 
and farm water supply. 

For Details Circle 230 on INQUIRY CARD 





WILCO SUPPLY CATALOG No. 10 
presents the builders and general 
hardware carried by the Wilco Supply 
Co. of Oakland. It has 482 pages bound 
in hard cover. The book was produced 
by a special staff of the company. It 
uses a two-column format throughout, 
allowing large illustrations of most 
items. 
For Details Circle 231 on INQUIRY CARD 


ART MART SERVICE is available 
to hardware retailers, department 
stores, etc., for newspaper and direct 
mail advertising. The Art Mart Ser- 
vice is an issue designed by advertis- 
ing artists to fit the needs of adver- 
tisers and other art users. 
month they send 15 pages of art work 
with five or more drawings on a page 
for catalogs, brochures, folders, book- 
lets, posters, ads, etc. 

For Details Circle 232 on INQUIRY CARD 


MOWING THE WAY TO EASY 


OUTDOOR LIVING, a 24-page book 
with four color illustrations, specifi- 


cations and detailed information on 


the Jacobsen line of reel type and ro- 
tary power lawn mowers, is available 
on request from the Jacobsen Manu- 
facturing Company. 

For Details Circle 233 on INQUIRY CARD 


‘‘ADJUSTABLE STORAGE 
RACKS AND STEEL BULK BINS” 


made by the Sturdi-Bilt Engineering 
Company are covered in two booklets 
which include specifications and de- 
scriptions of possible usages of these 
storage facilities. 

For Details Circle 234 on INQUIRY CARD 


BUILDERS’ 
CIALTIES are covered in the Engi- 
neered Products Company’s new 19th 
Edition catalog. The catalog treats 
the firm’s line of magnetic and fric- 
tion-type catches, tracks and glides, 
sliding door accessories, cabinet fram- 
ing, etc. 

For Details Circle 235 on INQUIRY CARD 


“LOW COST POLE BUILDINGS 
FOR INDUSTRY?” are described in a 


comprehensive brochure from Dow 


Chemical Co. Featured in the booklet 
are the Dow lines of “Penta” con- 


struction aids. 
For Details Circle 236 on INQUIRY CARD 


“NEW IDEA IN OUTDOOR LIV- 
ING” titles a colorful brochure of- 
The 


fered by Chicopee Mills, Inc. 
booklet tells the story of “Fibreglass” 
screening and its many uses in mak- 
ing outdoor living more enjoyable. 

For Details Circle 237 on INQUIRY CARD 


HARDWARE WORLD 





Each 


HARDWARE SPE- 


DURA-VENT GAS-VENT PIPE 
AND FITTINGS CATALOG gives 
detailed data on double-wall, air- 
insulated vent pipe in both four-inch 
oval and in all standard sizes of round 
pipe, from 3” to 12”’s in diameter, 
including all the necessary fittings. 

Included in the catalog is a chart 
for quick selection of vent pipe for 
any installation. 

For Details Circle 238 on INQUIRY CARD 


“THE KAYCREST STORY”, a col- 
orful, 20-page booklet published by 
Kaycrest gift wrap products, takes 
the reader on a lively tour of the 
Kaycrest plant, showing how gift 
wrap paper, foil, ribbon, and packaged 
gift trims are manufactured. 

For Details Circle 239 on INQUIRY CARD 


“WHENEVER — WHEREVER 
FIRE THREATENS—ZON ALARM” 
is the title of a brochure from the 
Edwards Company Inc. describing 
their fire warning system. Designed 
for the home or small business this 
system makes use of test buttons in 
a central location to check the effi- 
ciency of alarms in any given area. 
When fire occurs, plastic panels light 
up with the name of the threatened 
area and as many other signals as 
are necessary come into action. Makes 
use of storage battery in case of 
power failure. 

For Details Circle 240 on INQUIRY CARD 


THE MICRO-PHOTO UNIT is de- 
scribed in brochure available from the 
Sybil Company, can be used at check- 
out stand to Micro Film checks, docu- 
ments, important records, etc. It is 
particularly applicable to the hard- 
ware stores for inventory, sales slips, 
and for any record that they wish to 
keep permanently. 

For Details Circle 241 on INQUIRY CARD 


“EMPLOYEE EARNINGS IN RE- 
TAIL TRADE, OCTOBER 1956,” 
BUREAU OF LABOR STATISTICS 
REPORT NO. 119 can be obtained 
from the Superintendent of Docu- 
ments, Government Printing Office, 
Washington 25, D.C. Price 25¢ per 
copy. 

This initial report covers a survey 
of hours and earnings in retail trade, 
excluding eating and drinking estab- 
lishments. It shows that 6,033,000 
nonsupervisory retail trade employees 
covered by the survey averaged 
hourly earnings of $1.41 in October 
1956. The average earnings for men 
and women combined in the West 
amounted to $1.68 per hour. The 
statistics are broken down by popula- 
tion areas as well as geographical 
areas. The study was based upon in- 
formation obtained from about 28,000 
retail stores and auxiliary units such 
as offices and warehouses. 

For Details Circle 242 on INQUIRY CARD 


TILT-A-FRONT is a new develop- 
ment by Overly Mfg. Co., in modern 
store front construction. A complete 
package it comes with Over-line en- 
trance doors and hardware. Sections 
are locked together at the site and 
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tilted into place. Factory fitted by 
precision equipment, it eliminates 
slow, costly field measuring, cutting 
and fitting. Prefabrication gives the 
owner a stronger front that is more 
attractive in appearance, and will 
withstand greater winds and eliminate 
rain leakage. Frames and Over-line 
doors are available in Colorclad baked 
enamel (automotive quality) finishes 
or in gleaming stainless steel. 
For Details Circle 243 on INQUIRY CARD 


SALES PLANNING GUIDE for 


retailers, a 32-page guide issued by 
the Coleman Company, Inc., is also 


INVITE 


COMPARISON 


1500 Ibs. Load Capacity 


Engineered... 
YEARS AHEAD 


e Complete bearing control 
throughout 


e Synchronized 12-volt heavy 
duty system 


e Feather-controlled stops 


e Equipped with automatic 
charger and heavy duty 
industrial battery 


NEW 24-PAGE 
CATALOG 


In-Between Handling is 


| our business! For the so- 


lution to your problems, 
write for our new 24-page 
catalog. BIG JOE Manu- 
facturing Co., Dearborn 


| Rd., Wisconsin Dells, 
| Wis. 


a complete catalog of Coleman sales 
literature, signs, floor and window 
display materials and advertising aids. 
Special attention is given to ways in 
which the retailer can relate his dis- 
plays and local advertising to the 
manufacturers’ national advertising. 
Coleman has added two new additions 
to this year’s promotion book. They 
are, a special section of mats for the 
dealer who builds his own newspaper 
ads, and a review in pictures of win- 
dow displays of outing products. 
Radio announcements, TV scripts, etc. 
are covered. 
For Details Circle 244 on INQUIRY CARD 





e Self-alignment dual floor 
brakes 


Operates in 28” Aisle 


MORE THAN 40 BIG JOE MODELS 


e Range up to 2000 Ibs. 
capacity 


e Lifting heights to 130’ 


EXPORT DIVISION: 
400 W. Madison St., Chicago 


| 
te 


MANUFACTURING COMPANY 
Dearborn Rd., 
Wisconsin Dells, Wis. 


| 
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“FRIDEN FINANCIAL FACT 
FINDER?” is offered by Friden Calcu- 
lating Machine Company, Inc., to 
guide top management through anal- 
ysis of the business own financial 
statements. The booklet provides a 
means of comparison with the “14 
Important Ratios in 72 Lines of Busi- 
ness” published annually by Dun & 
Bradstreet. 


For Details Circle 245 on INQUIRY CARD 


VIZ-U-BILT ALL-METAL MER- 

HANDISERS are illustrated and de- 
cribed in a 40-page catalog issued by 
the L. A. Darling Company. These 
new gondola type self-selection units 
are available in a wide variety of 
styles, sizes and colors. They are 
highly flexible and adaptable to all 
types of merchandise. 


For Details Circle 246 on INQUIRY CARD 


K V STORE FIXTURE AND 
BUILDERS’ CATALOG, offered by 
the Knape and Vogt Manufacturing 
Co., has 72 pages devoted to photos, 
sketches and specifications for styles 
in regular, heavy duty and extra 
heavy duty shelf standards, display 
brackets and supports, sliding door 
sheaves, etc. A special section is de- 


voted to K-Venience clothes closet and 
kitchen fixtures. Price list No. 556 is 
attached to back cover for handy ref- 
erence. 


For Details Circle 247 on INQUIRY CARD 


INSPIRATION LIGHTING, a color- 
ful, easy-to-use catalog presents Moe 
Light’s new designs and new ideas. 
Catalog explains how to choose the 
right lighting fixtures for kitchens, 
bathrooms, living rooms, dining areas, 
ete. Catalog illustrates how you can 
use a combination of lighting fixtures 
in each room, some for general light, 
others for decorative lighting effects. 
Then, by switching individual fixtures 
on or off, you create the lighting mood 
you want. 


For Details Circle 248 on INQUIRY CARD 


HOW TO FIND THE RIGHT SIZE 
AIR CONDITIONER, an ABC for- 
mula was developed by air condition- 
ing engineers at Gibson Refrigerator 
Company to help you figure the cool- 
ing capacity needed for any room 
under a variety of conditions. The 
formula is based on the amount of 
cooling you actually need. This de- 
pends on the size of your room, how 
much of it is exposed to the sun, the 
amount of window area on exposed 
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Bright! Colorful! New! 


BONUS BASKET 


of 72 "BIG" Fast-Selling 


Screwdrivers 


12 each of Fuller's brightly 
colored Advance Brand 
heavy duty, extra heavy 
duty, mechanic, electrician 
and cabinet screwdrivers 
for slotted screws to retail 
for just 29¢ each, 3 for T9¢ 


REE neoprene 


a sure sales “catcher’’. 


r BONUS BASKET 
one Ne. 29—TODA 
Ask about Fuller's other 
Money Makers, too! 
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AT pause | TOOL COMPANY, INC. 


Vv" \e 3522 Webster Avenue, New York 67 


Worid’s largest producers of unbreakable amber hondle tools 
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and unexposed sides, and the number 
of people using the room. 
For Details Circle 249 on INQUIRY CARD 


“FRIDEN TAPE-TALK MA- 
CHINES FOR INTEGRATED DATA 
PROCESSING” titles a full-color 
brochure from Friden Calculating Ma- 
chine Co., Inc., which undertakes in 
a clear and concise manner, to explain 
the advantages of punched tape and 
edge punched cards in business auto- 
mation. Covered in the booklet are 
various of the firms’ machines for 
numerous office purposes and descrip- 
tions of how they increase efficiency 
and decrease costs. 

For Details Circle 250 on INQUIRY CARD 


d COR ALUMINUM SLIDING 
GLASS DOORS, a folder issued by the 
Nudor Manufacturing Corporation 
contains full size detail drawings, com- 
plete data table and specifications on 
the new d’Cor ALUMINUM Sliding 
Glass Doors. Folder also describes 
many new and exclusive features of 
this luxury addition to the Nudor line. 

For Details Circle 251 on INQUIRY CARD 


BOOKS—For Sale and Resale 


ORTHO GARDEN BOOK, offered 
by the California Spray-Chemical 
Corporation, is a quick and easy 
guide to the control of pests and dis- 
eases that rob your garden of its 
health and beauty. Book covers chap- 
ters on roses, vegetables, fruit trees, 
lawns, house plants, vines, etc. Also 
included are 78 pest illustrations that 
help identify the damage caused by 
each insect, and more than 100 other 
illustrations that show control meth- 
ods, spraying techniques, and garden 
hygiene. Price 15¢ 

For Details Circle 252 on INQUIRY CARD 


GOLD RUSH COUNTRY, published 
by the Lane Publishing Co., is a guide 
to California’s Mother Lode and 
Northern Mines. Book features 258 
Gold Country photos with captions, 
and a pictorial fold-out map in two 
colors. Map provides good geographic 
reference for all the reading one may 
do on this area, and also serves as 
an accurate road guide for nearly a 
thousand complicated miles. It is 
available in the tourist edition, $1.75, 
and a Casebound Collector’s Edition, 
$3.50. 

For Details Circle 253 on INQUIRY CARD 


MARK-UP CALCULATOR helps 
the retailer price merchandise with 
speed and accuracy. The tables cover 
percentage mark-up based on cost 
and percentage mark-up based on sell- 
ing price. Supplementary tables treat 
mark-down prices; also unit prices 
based upon multiple unit prices. Price, 
$7.50. 

For Details Circle 254 on INQUIRY CARD 
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This list of wholesalers who have spe- 
cial services to offer to retailers rep- 
resents those who responded to our 
request for data. 








CALIFORNIA 





LOS ANGELES 





BUDROW & COMPANY 

3161 E. Washington Blvd, 

Finance Plan, dealer educational meet- 
ings, advertising service. 


CAPEL KLANG OF SOUTHERN 
CALIFORNIA 

739 Kohler. 

Set up displays for dealers’ open houses 
& shows. 

HARPER & as NOLDS 
CORPORATIO 

2425 Malt pa 

Season advertising brochures. 

Dealer sales meetings. 


HOFFMAN HARDWARE COMPANY 
6625 East Washington Boulevard. 
Advertising brochures. 


UNION HARDWARE & METAL 
COMPANY 

5555 Ferguson Drive. 

(P. O. Box 3070 Terminal Annex) 
Store arrangement service (layout, fix- 
tures, merchandising, etc.), advertis- 
ing brochures (Spring and Christmas), 
and power tool instruction class. 


UNITED STATES HARDWARE & 
PAPER CO 

2522 So. Soto St. 

Catalog pricing service, mat service, 
advertising brochures, dealer mailers, 
dealer-factory co-op adv ertising. 





SACRAMENTO 





THE THOMSON-DIGGS COMPANY 
1801 Second Street. 


Store Modernization. 





SAN DIEGO 





WILSON F. CLARK CO. 
590 L Street. 


Store layout, blueprinting and installa- 
tion (new or remodeling). 





SAN FRANCISCO 





sneee WESTERN DISTRIBUTORS, 


55S Howard Street. 

Dealers catalogs, advertising mats. 
BAKER & HAMILTON 

700 Brannan St. 

Store modernization layout fixtures, 
model store, catalog pricing service. 
DUNHAM, CARRIGAN & HAYDEN Co. 
2 Kansas, 

Store Lay-Out Service, Model Fixture 
Display Room. 

GAREHIME CORPORATION 

450-454 Townsend Street. 

2 men for Store Modernization. 
SELLER BROS. & COMPANY 

177 Fremont Street. 

Seasonal advertising brochures. 

M. SELLER COMPANY 

1400 Folsom Street. 


Seasonal advertising brochures, news- 
paper ad promotions, demonstrations. 
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J. B. SHERR COMPANY 
466 Sth Street. 


Annual fall-Xmas dealers’ pepmotional 
catalog, “Good Housekeepers 

SLOSS & BRITTAIN 

100 Potrero. 

Promotional booklets for dealer use 
for Hardware Week and Christmas. 





MONTANA 





BILLINGS 





MARSHALL-WELLS COMPANY 
1300 N. 6th Ave. 
Branch Sales Office & Warehouse. 


Store Modernization Program (Layout, 
Fixtures, Merchandising), Regular Ad- 
vertising Brochures, Catalog Pricing 
Service. 





HELENA 





A. M. HOLTER HARDWARE CoO. 

113 N. Main Street. 

Seasonal advertising brochures (Spring, 
Fall and Christmas); catalog pricing 
service. 


Seasonal Advertising Brochures 
(Spring, Summer, Fall & Christmas); 
Catalog Pricing Service; Weekly Bulle- 

tin. 

M. SELLER COMPANY 

122 Ss. W. Fifth Avenue. 

Branch Sales Office (See San Franciseo) 

Seasonal advertising brochures, news- 

paper ad promotions, demonstrations. 





UTAH 





OGDEN 





GEORGE A. LOWE CoO. 

101-2ist St. 

Quarterly dealer broadside in con- 
junction with Meyers Mechanical Ser- 
vice. 





SALT LAKE CITY 





THE SALT LAKE HARDWARE CoO. 
105 North Third West. 

Store Modernization Program (Layout, 
Fixtures, merchandising) ; Seasonal Ad- 
vertising Booklets; Sporting Goods Mo- 
bile Showroom, Priced Catalog Service; 
Item of the Month. 





NEW MEXICO 





WASHINGTON 





ALBUQUERQUE 





SEATTLE 





CHAS. ILFELD CoO. 

210 North First Street. 

Broadside for dealer use, three times 
yearly. 

ZORK HARDWARE COMPANY OF 
NEW MEXICO 

1414 Twelfth Street, N. W. 

Seasonal advertising brochures (Spring, 
Fall and Christmas). 





SANTA FE 





CHARLES ILFELD COMPANY 
Branch, See Albuquerque. 





OREGON 





BAKER 





MARSHALL-WELLS 

1258 First Ave. 

Branch Sales Office and Warehouse 
Store Modernization Program (layout, 
fixtures, merchandising); regular ad- 
vertising brochures, catalog pricing 
service. 


SCHWABACHER HARDWARE 
COMPANY 

401 First Avenue South. 

Ad Mats, demonstration events for in- 
dividual dealers, occasional seasonal 
books for consumer distribution (i.e. 
Xmas Books). 

M. SELLER COMPANY 

2601 Market Street. 

Branch Sales Office. 

Seasonal advertising brochures, news- 
paper ad promotions, demonstrations. 





SPOKANE 





BASCHE-SAGE HARDWARE Co. 

2101 Main Street. 

Advertising material available for 
Hardware Week, Xmas, and other 
special events. Catalog pricing service. 





PORTLAND 





MARSHALL-WELLS COMPANY 

1420 N. W. Lovejoy. 

Store Modernization Program (Layout, 
fixtures, merchandising); Model Store, 
Regular Advertising Brochures; Cata- 
log Pricing Service. 

NORTHERN WHOLESALE 
HARDWARE 

805 N.W. Glisan Street. 

Store Modernization Program (layout, 
fixtures, merchandising); Model Store; 





MANSUR MATERIALS, INC. 
N. 800 Helena St. 


Displays, Dealer meetings, advertising. 


MARSHALL WELLS CO. 

131 E. Main. 

Stores Modernization Program (layout, 
fixtures, merchandising); co-operative 
advertising; Seasonal Promotions; 
Broadsides; Stock Control; Stores Ac- 
counting; Priced Catalog and Develop- 
ment Consultants. 





TACOMA 





WASHINGTON HARDWARE 
COMPANY 

1247 Puyallup Ave. 

Merchandising and promotional ser- 
vice. 
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ABOUT 


PEOPLE 


American 
Names 
Two 

V-P's 


R. G. Edwards 


Robert M. Cruise and Richard G. 
Edwards have been named vice pres- 
idents of The American Hardware 
Corporation according to an announce- 
ment by Evan J. Parker, President. 

Cruise will direct all sales activities 
of The Corbin Cabinet Lock Division, 
of which he was previously General 
Sales Manager. Edwards recently 
joined The American Hardware Cor- 
poration as director of marketing and 
is responsible for the Corporation’s 
marketing, public relations, advertis- 


R. M. Cruise 


inging and market research activities. 

Mr. Cruise started working for The 
Corbin Cabinet Lock Division in 1912. 
He sold hardware products throughout 
New England, Canada and the Central 
States and became New York divi- 
sional manager in 1936, general sales 
manager in 1941. 

Edwards joined The American 
Hardware Corporation in 1957 after 
having spent nine years with the 
Stanley Works where he was Director 
of Merchandising. 





Bommer 
Names 
S.M. 


The Bommer Spring Hinge Com- 
pany, Inc., Landrom, South Carolina, 
has announced the appointment of 
Donald G. Bridge as sales manager. 


San Jose Man Wins Contest 


SAN JOSE, Calif.—W. H. Blakeney 
of the Park Plaza Hardware store, 
was announced the winner of the E. 
L. Bruce Co. radio giveaway contest. 
Mr. Blakeney was awarded a $595.00 
radio-phonograph-tape recorder in the 
competition which was limited to re- 
tail store personnel and owners. 
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Marshall-Wells Adds Firm 


DULUTH, Minn.—It was announced 
by H. J. Sobiloff, Chairman of the 
Board of Marshall-Wells Company, 
that approximately 49 per cent of 
the common stock of Barker Bros. 
Corporation, leading Pacific Coast re- 
tail furniture chain, had been acquired 
by Marshall-Wells Company from 
Gamble-Skogmo Inc. 

Barker Bros., a 75-year-old com- 
pany, specializing in retail furniture 
and home furnishings, has 22 stores 
in California, Texas and Arizona. 
Barker Bros. also operates hotel sup- 
ply divisions in Los Angeles and San 
Francisco. 

It was understood that the present 
management would continue and that 
the new ownership had plans for 
expansion. 

Barker Bros. and Marshall-Wells 
sell many lines in common, including 
gifts, floor coverings, housewares, 
traffic and major appliances which will 
afford opportunities for joint purchas- 
ing by both organizations with re- 
sulting economies. 


Parker 
Names 
Reps 


Virgil H. 
Greenley 


Philip A. Johnson Jerry Toppel 

Johnson and Toppel Associates and 
the firm of Wolter and Greenley were 
named West Coast representatives 
for Parker Lawn Sweepers, it was 
announced by Ed G. Nikoden, sales 
manager of the Parker Sweeper Com- 
pany, Springfield, Ohio. 

Jerry Toppel and Philip A. John- 
son, manufacturers’ agents with 
headquarters in Denver Colorado, will 
cover Montana, Idaho, Wyoming, 
Utah, Colorado, Arizona, New Mexico 
and West Texas. 

Gene P. Wolter, Los Angeles, will 
represent Parker Sweeper Company 
in Southern California. Virgil Green- 
ley of Wolter and Greenley, San 
Francisco, will serve the Northern 
California area and Reno and Las 
Vegas, Nevada, 


Old Colony Expands 


LOS ANGELES . .. A new 9,000 
square foot warehouse, under con- 
struction for Old Colony Paint & 
Chemical Company at the main office 
and factory, 620 Lamar Street, is part 
of an expansion program which calls 
for a new office building and increased 
research and development facilities. 
Plans also call for a 75% inerease in 
dock loading facilities and an enlarged 
parking area. 
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New L.A. Westinghouse 
Sales District Formed 


LOS ANGELES—As a result of the 
steady growth in Westinghouse light 
bulb sales in the Los Angeles Area, 
the Westinghouse lamp division has 
announced that an additional sales 
district is being created here. 
George B. Mackey, Pacific Coast re- 
gion sales manager, announced that 
Willard C. Hird will head the new 
north Los Angeles sales district. Ray- 
mond K. Leonard, who was formerly 
manager of the Los Angeles sales dis- 
trict, will manage the new south Los 


R. K. Leonard W. C. Hird 


Angeles sales district. 


Cummins "Hits The Trail" 


RECENTLY appointed Cummins Portable Electric Tool 
representative for southern California and part of Nevada, 
A. M. Ballenger displays another selling tool from Cum- 
mins, the Volkswagen Toolmobile. The “Toolmobile,” out- 
fitted with the complete line of the manufacturer’s power 
tools, is compact in size, easy to maneuver and park and 
its two side doors open wide to make all tools easily acces- 
sible. Interior features fluorescent lighting, tiled floor, 
plywood paneling, jump seats and a combination desk-lit- 
erature rack. Fifty-foot extension cord brings current for 
action demonstrations of products. 


President Wins Contest 


CLOSE TO A THOUSAND DOLLARS worth of tools were 
sold in a three-month contest by Wilmington Hardware, 
Wilmington, Calif. At left is owner-manager Dwayne O. 
Larson, who is also president of the Pacific Southwest 
Retail Hardware Association. With him is his power tool 
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buyer, Jim Jarosch. Both are looking at a small display 
board of Wen tools which was responsible for stimulating 
$931.85 worth of sales of these tools. The board still brings 
in new customers and sells to old. 


Imperial Hardware Elects 


EL CENTRO, Calif—Howard P. Meyer, one of the 
founders of Imperial Hardware Co., was elected Chairman 
of the Board at a meeting in May. Carlos Worrall was 
elected president. 

Other officers elected were: Drexel C. Cooper, vice-presi- 
dent; John E. Kearney, secretary and treasurer. Other 
vice-presidents elected were: C. Lee Chappell, El Centro; 
Norman Hindle, Yuma; T. Wayne Miles, Indio; and G. 
Wade Orris, Long Beach. James A. Schofield was elected 
assistant secretary and assistant treasurer. 

The hardware firm which now has a chain of six stores 
in Southern California and three in Arizona and also a 
wholesale hardware establishment in El] Centro, was started 
in Holtville, in May, 1908 by the late George W. Anderson 
and Mr. Meyer. They dealt with general merchandise at 
the start, but subsequently sold the grocery department, 
confining business to hard goods and furniture. The firm 
now has stores in Indio, Blythe, Redlands, Long Beach, and 
Compton, California; and two outlets in Yuma and one in 
Somerton, Arizona. 


San Francisco Wholesaler Repeats for Third Time 
: Ce i 


FOR THE THIRD CONSECUTIVE TIME Garehime Cor- 
poration, San Francisco, has won the NRHA Hardware 
Week Wholesaler of the Year award. Presenting the plaque 
for the third time is Krueger Jacobsen, secretary of the 
California Retail Hardware Association (left) who hands it 
to Verne Garehime, president of the wholesale firm, while 
Ed Young, sales manager of the firm looks on. Recognition 
will be given at Congress of National Retail Hardware 
Association in Dallas. 
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Seal-Kote Pacific Formed 


PORTLAND—Formation of Seal- 
Kote Pacific Co., 3824 S. E. Powell 
Blvd., here is announced by Seal-Kote 
Inc., Wooster, Ohio. 

According to T. C. English, Jr., 
general manager, the new company 
will handle sales of SEAL-KOTE fin- 
ishes to the hardware, paint and de- 
partment store trades on the West 
Coast. He added that a special divi- 
sion has been set up to service 
industrial accounts. Both divisions 
will be under the direction of Lawrence 
J. Marnach, Seal- Kote Pacific sales 
manager. 


ROX Names Jobbers 


SPOKANE, Wash.—ROX Products 
Company of Detroit, has announced 
the appointment of two jobbers here. 
They are, Spokane Paper & Station- 
ery Co., at 152 S. Jefferson St., and 
the Paint Post, N. 1721 Monroe. 


Withington Names S. M. 


Wayne Stevens, president of With- 
ington of West Minot, Maine, has an- 
nounced the appointment of Robert 
L. Small as sales manager. Formerly 
Assistant General Manager of the 
Seaboard Packing Company of Lubec, 
Maine, he brings to his new position 
a background of accomplishment and 


experience. 


J&L Adds Distributor 


As part of an intensified program 
of sales and service in its line of 
galvanized ware, Jones & Laughlin 
Steel Corporation’s Container Divi- 
sion has appointed the William P. 
Clayton Co. of Salt Lake City, Utah 
as distributors for Utah, Idaho, Mon- 
tana, Arizona, Colorado and New 
Mexico and the counties of El Paso 
and Hudspeth in Texas. 


Huiett Appointed S. M. 


Kenco Pump Division, Lorain, Ohio, 
announces the appointment of James 
G. Huiett as sales manager. He was 
formerly service manager for Kenco 








UP Sales and Profits 


in Tinware with 
LL 


MOULI LINE 


Pump Division. 
— 


THE MOST PROMOTED 
PRODUCT IN THE 


eA the only knife with easy-to-adjust 
' $1x position blade. Even cuts linoleum! 


to cut 
wall board, 
linoleum 


/ \ 8S __ to carve wood 





to score, 
with metal 
straight edge — 


8 


to clip coupons 





to slit 
corrugated boxes 


ae 





ee to scrape windows 


Aluminum handle contains five spare blades. Individually 


COUNTRY! 


KING SIZE 
SALAD MAKER 


_ SLICES + CHOPS + SHREDS + GRATES 


Non-slip rubber tipped fold-away legs 
. . . won't scratch . . . save space 


Individually packaged in 49 
RETAILS $ 8 


MOULI 


MANUFACTURING CORPORATION 
91 BROADWAY JERSEY CITY 6, N. J. 


boxed, complete with five blades, six to a display. Retail 
$1.00 each. Refill package of 5 quality blades, 55¢. Ten 
packages to a two color display. 
And—Red Devil’s pricing policy of 
40% “full discount” applies. 


Red Devil Tools. 


Union, N. J., U.S.A. 
For Details Circle 39 on INQUIRY CARD 
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Free Literature 


* SCREW ANCHORS ~ 


For Details Circle 41 on INQUIRY CARD 


Vuus MARSHALLTOWN 


Write for 


Molly Corp., Reading, Pa. 
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JUST SLIP IT ON! J i Exclusively 
| , FLETCHER 


The recently improved 


GRIPP-STRIP* BRONZE DOOR SHOE | “LUBRICONE IMPINGED” WHEEL 


Self-fastening and adjustable from se" to %", 


FRICTION has always been a major factor 
it closes sill crack. 


in the service rendered by glass cutter wheels. Ex- 


ternal lubrication has been depended on to combat 
DON'T MISS SEEING AND STOCKING THIS OUT- friction in an effort toward freer movement of the 


STANDING NEW BRONZE WEATHERSTRIP LINE FOR revolving wheel. 
THE “UDU" TRADE THIS SEASON The FLETCHER “Lubricone Impingement” 


e * method successfully reduces friction by impacting 
STIKK STRIP BRONZE FRAME STRIP a lubricous material into the metal itself, which 

Self-fastening for door or window frames. Quickly remains as a primary source of lubrication for the 

and easily attached without tools, nails, or skill. entire life of the wheel. 

Vastly better. Provides a professional-grade job at ft le net recommended thet Mauid Iubslodtion 

one-third a contractor's price. Efficient and sightly. should be omiited. This will greatly extend still 


NOTHING REMOTELY LIKE IT further the cutting “mileage” of the wheel. For best 


glass cutting results, use FLETCHER “Lubricone 
Expertly made, responsibly guaranteed, it opens Impinged” wheels. 


volume weatherstrip sales to you. Send for the good 
news today. 


ADHESIVE METALS COMPANY 
1112 West Hillcrest Blvd., Inglewood, Calif. 


* US and Foreign Patents Pending |THE FLETCHER-TERRY COMPANY 


| 890 SOUTH STREET ¢ FORESTVILLE, CONN. 
For Details Circle 45 on INQUIRY CARD 
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For steam, hot or cold 
water, oil, gas and 
compounds. 


DESIGNED for rugged service. 200 
pounds pressure. These valves can’t NATIONAL HOUSEWARES EXHIBIT 
stick. They are also available with Secu at the yorTorRiv M 
rubber poppets for use with air or ATLANTIC city A ; 
cold water. Operation is noiseless. Ly 8-12 ° spACES 
Very sensitive in operation. Work in JU 
any position. Made in seven sizes. We 


| will design special Check Valves. : ; 
Write today for Bulletin 102, or teiephone : ‘ : . : 
: James Tannehille, Harrison 3313 today. Bags MFG. C0. 


| STRATAFLO PRODUCTS, INC. As88 SAN FERNANDO ROAD WEST Loe ee 


234-126-128 


Fort Wayne, Indiana 
For Details Circle 46 on INQUIRY CARD For Details Circle 47 on INQUIRY CARD 
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INDEX TO ADVERTISERS 





(This index is published as a convenience and not as a part of the advertising contract. Every 
care is taken to index correctly and no allowance will be made for errors or failure to insert) 





Note: Figures in parenthesis () refer Cc 


to Inquiry Card Number which can be 


Campbell-Chain Co. (15) 
® ® Che i DeArme 1 Co. .Fr 

circled on inquiry eard ee page 51 ampion DeArment Tool Co. (1).Front Cover 
further 


about advertisement. 


Clinton Machine Co. 


when Colorado Fuel & Iron Corp. ....... Back Cover 


desiring information 


D 


Dalton Manufacturing Co. 


Henry Disston Div., H. K. Porter Co., Ine. 41 
Adhesive Metals Co. 


American Chain & Cable Co. 
American Push Broom Co. 5E F 


O. Ames Company Flash Manufacturing Co. 


The Fletcher Terry Co. .. 
Fuller Tool Co. 


Animal Trap Co. of America ..... 


Arvey Corporation 


The Bassick Co. 
Bevin Bros. Manufacturing Co. 


General Electric Co. ... 
General Metalware Co. 
The A. C. Gilbert Co. 
John H. Graham & Co., In 


Big Joe Manufacturing Co. ........ 





The Brearley Company 


No. M-P Victor 
Twin-Pac, 15¢ 
(2 Victor mouse traps) 


\ 
I 
% 
i 
t 


No. M-S Victor 
2-Pac, 15¢ 
(2 Victor mouse traps) 
No. M-O Victor 
4-Pac, 29c 
q Victor mouse traps) 


\ sa. 


Gone are the days of one-at- 
a-time mouse trap sales when 
you sell Victor traps. Victor 
mouse traps are ‘“‘dressed-up 
to sell” 2 or 4 at a time in 
the new Twin-Pac, 2-Pac or 
4-Pac display packages. 
When you add this sales ap- 
peal and quantity buying to 
the big mark-up Victor gives 
you to start with, you’ve got 
the trap to catch more profits 
than ever before. 


Order Victor mouse and rat traps from 
8 see, eee ee genet your wholesaler, today! 


ANIMAL TRAP COMPANY OF AMERICA 


LITITZ, PA. ¢ PASCAGOULA, MISS. ¢ BERKELEY, CALIF. e NIAGARA FALLS, CANADA 
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Jordan Industries, 


Mathias Klein & Sons 


Landers, Frary & Clark (Universal Prod- 
ucts) 


Marshalltown Trowel Co. 
Robert E. Miller & Co., 
Molly Corporation 
Mouli Manufacturing Co. 


N 


National Paint & Varnish Co. (12) 
Nicholson File Co. 


Ox Fibre Brush Co., 


Peters Cartridge Co. 
Poolmaster, Inc. 


Red Devil Tools 
Redi-Bolt Inc. 

Reeve Co. 

Remington Arms Co. 
Richards Wilcox Mfg. Co. 


s 


The Salt Lake Hardware Co. 
Seal-O-Matic Dispensor Corp. (Flash Mfg. 


Snelling Manufacturing Co. 
Strataflo Products, Inc. 
Streater Industries, Inc. 


T 
True Temper Corporation Third Cover 
U 


Utica Drop Forge & Tool Div., 
Hayes 


Kelsey- 


Weber Showcase & Fixture Co. 
Wilshire Manufacturing Co. 
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Announcements in this section are inserted at the rate of ten 
cents per word, including address or box number, with a minimam 
charge of $2.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 











HARDWARE CO. — Logan & 
Beckley, W. Va. area. (compl. 
hardware & bldg. supp.) Incl. eqpt., 
fix., Gas Co. priv., mdse & 2 bldgs. 
2 Ranch type homes & acc’ts rec. 
optional. Work area of 10,000 sq. 
ft. XInt. potential! Write for 
compl. details! Ref. 8891 


HARDWARE & APPLIANCES— 
N.V. No. Car. Retail sales & serv. 
of appl., TV’s., paints, sprt. gds., 
& kitchen furn., ete. Incl. RE. 4 
Empl. XInt. franch. NO comp! 
Brochure on request. Ref. 8961 


HARDWARE & SUPPLY CO. — 
Norfolk, Va. area. (Retail) XInt. 
hiway intersect. Loc! Work area 
1,995 sq. ft. Price: $15,000. Ref. 
9006 

HARDWARE “CO._N.W. Ga. Re- 
tail hdwe; paints; garden supp; 
plants; etc. Work area 1,620 sq. ft. 
LOW rent! Well est. NO comp! 
Brochure on request. Ref. 9029 


GROCERY-HARDWARE, W. Cen. 
Wash. (also 2 gas pumps). Ideal 
loc. on tourist-Bay, R.E. option. 
beach rights! 36’x72’ bldg w/ 
compl. fac. No competition! Priced 
right Ref. 24233 


HARDWARE CO. Seattle, Wash. 
(Ret. Hdwe., appliances, paint, 
sprt. gds., ete.) Est. 1926. 9 Empl. 
Work area 3,300 sq. ft. plus 2,550 





sq. ft. warehouse & stockrm. 756 
Gross Sales: $239,025. Ref. 24250 


ELECTRIC CO. — S.W. Wash. 
(Elect. contr. retail sale of house- 
hold & sm. appliances) neon signs. 
Est. 20 yrs! Work area 2,400 sq. 
ft. 3 Panel trucks. Owner relocat- 
ing! Ref. 24262 


GENERAL STORE—S.W. Wash. 
(Ret. sale of groc., meat, hdwe, 
feed, etc.) RE incl. Work area 
2,250 sq. ft. Death forces sale! Ref. 
24266 

HARDWARE STORE, N.W. Calif. 
RE & bldg. optnal. (Retail hdwe.; 
toys, china, etc.) Est. 1948. Ref. 
24287 


HDWE. & BLDG. SUPPLY CO., 
S.C. Wash. Incl. RE & bldg. Retail 
sale of hdwe; paints; TV’s; bldg. 
supp; & plumb. & heat. contr. 
Work area: 4,000 sq. ft. Eqpt. incl. 
4 pick ups & 1 Stat, wagon. Net: 
$14,900. NO comp! Write for photo 
& details. Ref. 24296 


HARDWARE — W.C., Calif. Incl. 
RE/bldg. Retail hdwe. & 5 rm., 
2% bath mod. apt. Est. ’47. Self 
oper. NO comp! ’56 Net: $9,800. 
Brochure on request. Ref. 24318 


CHAS, FORD & ASSOC. INC. 6425 
Hollywood Blvd., Los Angeles, 
Calif. 








FARM SUPPLIES-HARDWARE 


Feed Mill, Coal Yard, present owner 
13 years, 2-story building, storeroom, 
gas pump, railroad siding, 1956 sales 
$285,000. living quarters, Northeast 
Ohio town, $25,000 stock; with prop- 
erty. Apple Company, 1836 Euclid, 
Cleveland, Ohio. 


FOR SALE 


Hardware and Paint store, good So. 
Calif. location, including plumbing, 
Electric Garden Tools, (rentals) liv- 
ing quarters, low overhead. Address 
Box A-897, care HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco 3, Calif. 


JULY 1957 


SALESMEN WANTED 
To sell a complete line of plumbing 


goods priced right to the Hardware | 


Store, Lumber Yards and Plumbers 


in your territory. Orders assured. | 


Commission. Address Box A-898, care 
HARDWARE WORLD, 1355 Market 
St., San Francisco 3, Calif. 


CATALOG 


Send for our plumbing catalog with 
our low prices, we will also put your 


name on our perpetual mailing list | 
to receive all of our mailings no | 
charge. Seaboard Plumbing Specialty 


Corp. 1007 Atlantic Ave. Brooklyn 38, 
Ni Ys 


Continued on Page 66 


Bassick Casters 


AND Gist 


— cain poet 
ont Peon pretation 


oen otee? 


Hardware store 

goes suburban... 

takes BASSICK 
casters along 


Carlisle Hardware, an extremely 
successful Springfield, Mass. com- 
pany, recently opened its twelfth 
store in a suburban shopping center. 

Look at the big Bassick display, 
and the shelves of Bassick casters 
featured (above) in the new store. 
The amount of space and display 
are a good indication of how well 
these Bassick products pay off for 
these merchandising experts. 

A Bassick display would work for 
you, too. Ask your wholesaler about 
Bassick’s new packaging of glides 
and truck casters, new carding of 
casters and eye-catching demon- 
strator displays. 

Get your share of caster sales. 
THE Bassick Company, Bridgeport 

5, Conn. In Canada: 
Belleville, Ont. 7.23 


Bassick 


WAKING WORE KINDS OF CASTERS MAKING CAST 
For Details Circle 48 on INQUIRY CARD 
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OPPORTUNITIES (Cont.) 





INTERIOR DECORATION 
HOME STUDY 


Announcing new home study course 
in Interior Decoration. For profes- 
sional or personal use. Fine field for 
men and women. Practical basic train- 
ing. Approved supervised method. 
Low tuition. Easy payments. Free 
Booklet. Chicago School of Interior 
Decoration, 835 Diversey Parkway, 
Dept. 551B, Chicago 14. 


FOR SALE 

Modern Hardware Store established 
1921 near coast, Southern California. 
Exceptionally attractive lease, clean 
stock, good turnover, excellent profits. 
About $85,000 to handle. Details 
available to qualified individuals. Ad- 
dress Box A-899, care HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco 3, Calif. 


BOOK FOR SALESPEOPLE 

CHINA AND GLASS by H. Q. Wil- 
son, a 56-page book which reveals 
historical backrround, manufacturing 
methods and merchandising of pot- 
tery, dinnerware and glassware. Ex- 
cellent sales reference for sales peo- 
ple. Special price $.25 each, HARD- 
WARE WORLD SERVICE BUREAU, 
1355 Market Street, San Francisco 3. 


HELP WANTED 
MANAGERS & ASSISTANT MAN- 
AGERS for large retail hardware in 
the San Fernando Valley—20 miles 
from Los Angeles. Experienced in- 
telligent people, ages 30-40, wanted 
to manage hardware, paint, house- 
wares, electrical, and plumbing de- 
partments. Excellent opportunity to 
grow with an organization that is 
growing with the West. Live in the 
fabulous Fernando Valley with its 
year round summer. Write full de- 
tails to Box A-901, care HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco 3, Calif. 


DIRECTORY 


Just published for alert Hardware 
Manufacturers—Directory of Ameri- 
can Hardware Trade. Listings are as 
follows: 30,000 hardware stores—2200 
wholesalers — 2000 manufacturers’ 
agents selling to the trade. Send for 
free sample pages. T. K. Sanderson 
Org. Waverly P.O., Baltimore 18, Md. 


REPRESENTATIVE WANTED 


For established line of tools. Must 
have following, Mill Supply, Electri- 
cal Jobbers. California, Oregon, Wash- 
ington. Address Box A-890, care 
HARDWARE WORLD, 1355 Market 
St., San Francisco 3, Calif. 


STORE IMPROVEMENT KIT... 
for those who are planning to change 
their layout, expand, modernize, or to 
go into a new location. Kit contains 
a large graph sheet and scaled models, 
representing table and wall fixtures, 
along with many ideas and complete 
instructions. Our readers may pro- 
cure this valuable kit for one dollar. 
Send order or check today. HARD- 
WARE WORLD SERVICE BUREAU, 
1355 Market Street, San Francisco 3. 





REMODELING ??? 
NEW STORE ??? 


HANDY 
GRAPH SHEET 


Ample space is available on this large 
graph sheet to lay-out departments, 
fixtures, gondolas, etc. for a store up 
to 100x150 feet. Scale is 4” to 1’. 
Save costly errors—send for this 
GRAPH SHEET—Only 50¢ from 
HARDWARE WORLD, 1355 Market 
Street, San Francisco 3. 





Wright Names Distributors 


Three new Western distributors 
have been appointed for the Wright 
“Rebel” Power Saw. 

The Rix Company, Inc., San Fran- 
cisco, has been appointed distributor 
of the Wright “Rebel” in northern 
California. The Howry-Berg Steel and 
Iron Works, Inc., Englewood, Colo- 
rado, has been appointed distributor 
for the entire states of Colorado, 
Utah, North Dakota, and South Da- 
kota. In addition, they will service 13 
counties in the southern half of 
Wyoming and 26 counties in the 
southern half of Idaho. Scott’s Tree 
Service, Reno, Nevada, has been ap- 
pointed distributor of the Wright 
“Rebel” Power Saw for the state of 
Nevada. 


Sloss & Brittain Remodel 


SAN FRANCISCO... When Sloss 
& Brittain, distributor of hardware, 
housewares and sporting goods, found 
their business getting too big for the 
building they were in, they started 
thinking about new quarters. Rather 
than face the expense and inconven- 
ience of a move which might not give 
them exactly what they wanted, they 
took a look at the building they were 
in with an eye to remodeling. 

The architectural firm of J. Francis 
Ward was given the problem. They 
came up with a plan which doubled 
existing space by installing a mez- 
zanine across the entire original office. 
Now, four months after the job was 
started, the remodeling is complete. 
The sales, billing and catalog depart- 
ments are located in bright, cheerful 
offices downstairs. Executive, buying 
and industrial functions are located 
on the new mezzanine. 


Moe Honors Service 


At a recent company banquet, the 
Moe Light division of Thomas In- 
dustries honored men having five and 
ten years’ service with the firm. 

Ten year pins were awarded to A. 
O. Grotenhuis, San Gabriel, Calif. and 
Jerry D. Long, Corona del Mar, Calif. 
Five year pins went to Kenneth D. 
Cummings, San Leandro, Calif. and 
Terry Tilley, Denver, Colorado. 





Genuine 
Original 


wees 


Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smooothly 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 
Contains | doz. cards of either 54", 3%4"" or I'' DOMES. DOMES have 
oe point nail. Case hardened steel, burnished nickel plated mirror 
inish. 


Both Container and Cards in 3 COLORS 


Py DOMES & 
SILENCE 


Pte Cston hls 





One Set of 4 
on a 3-Color Card 
6 SIZES: 5%", %", 1", 
Ive", 1%", A". 





ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


Ask your Jobber or write— 
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A MICROMETER 
PROVES 

WHAT 

YOUR 

FINGERS 

CAN 

FEEL 


True Temper taper-forged shovels 
have more metal where wear is greatest 





No wonder customers prefer DYNALITE, BAN- 
TAM, FOX and BULLDOG taper-forged shovels 
Metal is thickest at shoulders to stamped shovels. They ast longer because the 
and neck to support the blade forging process puts extra metal where wear and 
Where the strain is greatest. | @ strain are greatest. They’re easier to use because 
edges are thin for light weight and faster digging. 


You can measure this taper with a micrometer, 





and your fingers can feel it. 
Balance is better, too, because down-the-center 
Medium thick at point and Fr : A : ‘ : 
‘ en weight and strength means no side wobble, less 
center where wear resistance ig é ie : ie 
and strength are necessary. fatigue. There’s no “dead metal” to add useless 
weight to the shovel. 
And here’s your sales clincher: True Temper 


taper-forged shovels cost only a little more than 





ordinary stamped shovels. 
Metal is thinner at edges of ae Stock up now for more shovel profits. Your 
taper-forged shovels for light a eee wholesaler will tell you all about True Temper’s 
weight and easy penetration. 2 ‘ 

complete line of shovels, spades and scoops. 
True Temper Corporation, 1623 Euclid Avenue, 


Cleveland 15, Ohio. 


TRUE TEMPER ine ne hee oy Pr jakihioety 
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there are a 1,001 uses 


or 


a} 


in the home... 


Just tell your customers where 
they can use CF&I Hardware 
Cloth to best advantage... 


Tell them about CF&I’s extra 
strength and corrosion resistance 
due to its extra heavy zinc coating 
after weaving... 





Tell them how easy CF&I is to 
handle . . . how flat it unrolls... 
how simple it is to form and 
install... 


And you'll sell them plenty .. . 
make good profits . . . all year 
"round. Stock a good supply of 
these attractive, steel-banded 

rolls to meet the growing demand. 
Write or phone our nearest district 
sales office. 


HARDWARE CLOTH 
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